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* aia cow is the foster 
uy mother of the 
human race. From the day 
of the ancient hindoo to 
this time have the thoughts 


of men turned to this kindly 
and beneficent creature as 
one of the chief sustaining 
forces of human life. 
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Your Poultrymen 


buy more feed 
when they are getting Ser — 


greater production— 


It is good business for you to 
help direct the poultry feeder 
to methods which willincrease 
egg production. EGG MAKER 
DRY MASH solves this prob- 
lem for you. On account of 
producing greater egg yields, 
the poultryman feeds it liber- 
ally. On account of keeping 
his flock in good health, he 
feeds the year round. Urge 
the use of EGG MAKER to 
increase your trade. 


GUARANTEED ANALYSIS 


PROTEIN 20% 
FAT 4% 
FIBER 8% 


NORTHERN MILLING CO. 
WAUSAU,WISCONSIN 


MADE BY THE MILLERS OF THE WISCONSIN LINE 


NORTHERN MILLING COMPANY 


ESTABLISHED 1883 
WAUSAU, WISCONSIN 


| 
.NET 
\ 
: 
> 
~ 
—, 
| 
) 

a 

— 


Use Strong-Scott Complete 


Feed Equipment 


Strong-Scott 


BAG HOLDER 


Holds without tearing. The 
more the weight, the tighter the 
grip. Pinion rolls up rack for 
inserting sack. Holder bolts to 
front of spout. Four corner 
irons furnished. 


From our complete line of feed 
plant equipment you can select 
proved, dependable machines of 
the latest, most profitable types. 


“EUREKA” 


3 in 1 Feed Mixing Machine 


Loads, mixes and sacks. Complete in 
one unit. A one-man machine. Blends 
and mixes all kinds of dry feeds. Cleans 
itself automatically after each‘ batch is 
finished. Shipped ready to operate. 


Write us for details on this and other 
feed mixing equipment for both dry 
and wet feeds. 


SUPERIOR D. P. CUPS 


Increase Elevator 
Capacity 
Without changing anything but the 
cups you can increase your elevator 
capacity 20%. Superior D. P. Cups 
can be placed closer on the belt. They 
discharge perfectly. Use thesejbetter 
cups. We carry complete stocks. 


Fverything Jor Every Mill and Elevator 


The Strong-Scott Mfg Co. 


Great Falls Mont. 


Minneapolis Minn. 


INTAKE 
: 
MINNEAPOUS 
In Canada: The Strong-Scott 
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Just Supposiv’ 


you knew of a feed made entirely 
from the best feeding part of corn— 


and this feed contained more than 
40% of protein— 


and better than 80% of total digest- 
ible nutrients— 


and less than 4% of fibre— 


and wascoloredanice golden brown— 
and tasted great to cows, hogs and 
chickens— 


and was priced as low or lower than 
other high-protein feeds— 


and—on top of that—supposin’ you 
knew that this feed had been the 
chief protein ingredient of the ration 
that made the world’s record in but- 
ter-fat production— 

Would you buy it? 

You bet you would. 


Well, there is such a feed and if you 
want it, buy 


Diamond Corn Gluten Meal 


because that’s the feed we’re talk- 
ing about. 


Buy Diamond as an ingredient for 
your own mixtures. 


Buy Diamond for resale in original 
bags. Or buy the good ready-mixed 
feeds that contain Diamond. 


40% Protein Guaranteed 


CORN PRODUCTS REFINING COMPANY 
NEW YORK =_ CHICAGO 
MANUFACTURERS ALSO OF BUFFALO CORN GLUTEN FEED 
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Why Sell Feed By 
the Sack When 
You Can Sell 
By the Ton 


Feed that sells by the ton re- 
duces your costs, gives quick- 
er turnover and increases your 


profits. That’s why BLUE 
RIBBON Sweet Dairy Feeds 


are so popular with Wisconsin 
Dealers—they sell them by 
the ton. 


There’s money in it— 


“Money In Every Sack” 


This advertising plan will put 
new life into your business. 


BLUE RIBBON 16144% SWEET 
DAIRY FEED 


BLUE RIBBON 24% SWEET 
DAIRY FEED 


BLUE MOON 32% SWEET 
DAIRY FEED 


BLUE BELL LAYING MASH 
BLUE BELL SCRATCH FEED 


BLUE RIBBON SUGARED 
PIG FEED and 


BELCO 30% O. P. LINSEED 
MEAL and SCREENINGS 
OIL FEED. 


Profits Prove Them 


=. Milling Co. 


NEAPOLIS, MINN. 
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GLUTEN MEAL 
PRODUCTS 
mip 
CORK GLUTEN MEARS 


Read this Agricultural Bulletin 
Then write for the Miller’s Brief 


milk 1s 


sweet or sot 


Atter a very fair test we have found that a natural phosphatic 
limestone grit known as FOS-FOR-US, builds stronger egg shells 
than oyster shell and limestone grit, and that the use of this 
product almost entirely eliminates breakage. 

FOS-FOR-US has been officially adopted for use for the Egg Layihg 
Contests of 1929-1930 instead of oyster shell and limestone grit. 
This product, in addition to its high calcium percentage, has a 
favorable amount of phosphorus in the correct proportion for 
present mineral requirements. It is registered and guaranteed as 
to its chemical formula and is very uniform. Actual tests have 
proved that it produces heavier and stronger egg shells than 
ad \ limestone or oyster shell grit and that eggs hatch better. 


This is the same FOS-FOR-US that 
over 700 feed manufacturers use to 
mineralize their feeds. They, too, ran 
tests. They had too much at stake to 
risk choosing any material except the 


portion for present mineral require- 
ments.” They, too, found that 
“FOS-FOR-US was very uniform—that 
it was registered and guaranteed as to — 


very highest in quality. 

They, too, found that “FOS-FOR-US 
in addition to its high calcium per- 
_ centage had a favorable amount of 


phosphorus and in the correct pro- _ 


its chemical formula.” 


You, too, should investigate this 
money-saving, standard, basic min- 
eral. Write for the “Miller’s Brief.” 
Use the coupon. 


-FOR-US 
SED Mi LS 


INTERNATIONAL AGRICULTURAL CORPORATION 
61 Broadway, Dept. 18, New York City 


Millers of the Nation have read this 
Brief. Send for your copy today. 


Name 


Address City State 
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Oe \ is a known fact that it is impossible for the average farmer or Se 
wife to trap nest poultry which is the g bona fide way.g 
ning ge ecord of the perfor : 
— : 
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SMI LE—When the going is tough— 


It can always be worse. 


If youhave a few sore spots from the 
recent declines in Grains and Feeds— 


Think of the headache you missed by 
not owning a lot of STOCKS. 


SMILE—when the going is tough— 


It can always be MUCH worse. ~ 


SMILE-—5 good months of winter 


feed business just ahead— 


Arcady Farms Milling Co. 
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Farmers Join Dealers at 


Meeting 


Ot Marathon County Club 


Feeders Give Approval to Cash Basis at . Wis., Parley 
Question Box Creates Discussions on Many Trade Problems 


held their annual fall meeting at 

the Central hotel, Wausau, Wis., 
Thursday evening, October 17. Twenty 
dealers and six leading farmers of the 
community were present to enjoy the 
chicken supper which was served and 
to participate in the discussions. 

C. S. Dernbach, Wausau, presided as 
chairman at the meeting and George A. 
Schlegel, Athens Cooperative Produce 
Co., Athens, served as secretary. Start- 
ing the discussion, Mr. Dernbach wel- 
comed the farmers to the meeting and 
said that the dealers were glad to have 
them present to hear what they were 
trying to do for the improvement of 
agriculture in Marathon county. He 
stressed the necessity of cooperation be- 
tween the farmer and feed dealer and 
said it was essential that both work 
hand in hand in building up the com- 
munity. 

Scheduled speakers were H. H. 
Humphrey, Northern Milling Co., Wau- 
sau, and J. G. Cornwell, Sheridan. Mr. 
Cornwell has been in farm organiza- 
tion work all his life and talked at con- 
siderable length on what services farm 
organizations must perform in order to 
be successful. Mr. Humphrey stressed 
the fact that actual production cost, 
rather than original prices, are the in- 
dex proving whether or not any feed 
is economical or expensive. The cheap- 
est feed, regardless of its market value, 
is the feed which will produce the big- 
gest profit for the farmer. 

A question box was opened and led 
to discussions with respect to feed pri- 
ces and methods of doing business. The 
problem of selling feed on a cash basis 
was discussed and the farmers present 
said they were in favor of paying cash 
for feeds. Mr. Schlegel told of the 
results at his store in selling feed on a 
strictly cash basis. 

Alex Trantow and H. E. Harnke, 


FP iss dealers of Marathon county 


president and treasurer of the local farm 
equity organization, were among the 
farmers present. 


ROBERT WHIPPLE, Tomahawk, 
Wis., has purchased the feed mill and 
store of H. A. & R. M. Atcherson, of 
that city, and will operate it in con- 
junction with his own mill. Albert An- 
derson and Ralph Baumgartner have ac- 
quired an interest in the firm. 


C. S. NORRIS CO., Berlin, Wis., has 
made extensive repairs and improve- 
ments to its mill and elevator which 
were damaged by fire last summer. A 
new grist mill, feed mixer and corn 
cracker have been installed. 


CONCORD ELEVATOR Co. 
Beardstown, IIl., has been incorporated 
with a capital stock of $5,000, to deal 
in grain, commercial feeds and coal by 
R. C. Mitchell, R. H. Brannon, and J. 
P. Wilson. 


Ohio Dealers to Meet 
On November 6 


The semi-annual fall meeting of the 
Ohio Grain, Mill & Feed Dealers asso- 
ciation will be held at the Deshler hotel, 
Columbus, Ohio, Wednesday, “Novem- 
ber 6. 

Luncheon will be served at 12 o'clock, 
noon, and the meeting will follow. The 
program has not been announced by W. 
W. Cummings, B. F. Zahn & Co., To- 
ledo, secretary-treasurer of the organi- 
zation, but he promises both good food 
and good speakers. 

Non-members will be particularly 
made welcome at the meeting, accord- 
ing to Edgar Thierwechter, Oak Har- 
bor, president of the Ohio Grain, Mill 
& Feed Dealers association. “We want 
every dealer in Ohio to come and to 
bring his neighbor dealer.” 
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HE question box which featured 

I the meeting of Marathon county 

dealers at Wausau, Wis., Octo- 
ber 17, proved attractive to practically 
all in attendance. All of the questions 
were discussed at the meeting and read- 
ers, who have any ideas on the various 
subjects, are invited to write The Feed 
Bag so that further discussion may be 
carried on in our columns. A few of 
the questions follow: 

Is cooperation between the farmer and 
the local business man necessary in or- 
der to build up the community? 

What advantage is there, from the 
feeders’ standpoint, in ordering feed 
early in the summer? 

What is the average turnover of all 
feeds? 

What does it cost a feed dealer to 
do business? What would be a legiti- 
mate profit for a feed dealer? Can a 
cooperative society handle feed cheaper 
than an individual dealer? 

Is it a good thing for our county 
agents to be stirring up trouble between 
farmers and home merchants in regard 
to prices when they could just as well 
be rendering constructive service? 

When is the best time to book feed? 

Will high protein feeds sell in good 
volume this year? 

Wouldn’t it be advisable to change 
from a credit system to a cash basis? 

Can all the speakers that have been 
giving lectures in the country regard- 
ing equities, cooperatives and feeding be 
relied upon for facts on which the 
farmers can build successful farming? 


HERMAN LANGER, | Stratford, 
Wis., former manager of the Farmers 
Cooperative Produce Co., Stratford, 


and Adam Lawrie, Marshfield, Wis., 
have purchased the coal and feed ware- 
house of Fred Brayback at Auburndale, 
Wis., and have installed additional ma- 
chinery for feed grinding. 
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Maintaining High Production 
Makes Feeding Pay 


HEN grain and feeds are on a 

\ \ high price level the feeder be- 

comes more than ever con- 
cerned about economy of production. As 
feed cost represents the largest item 
in his costs of production, the feed bill 
is scrutinized and analyzed to a greater 
extent than are the other factors of pro- 
duction. 

This is sound business practice on the 
part of the feeder, provided his decision, 
as a result of his study, is based on ac- 
curate knowledge as to what constitutes 
economy of production. 

When grain is high in price the temp- 
tation first is to economize by the pur- 
chase of low-priced feeds. Many feed- 
ers yield to this temptation with the 
result that production per cow or per 
hen is reduced. This procedure is an 
effective way of reducing the size of the 
feed bill. It is equally effective in re- 
ducing profits. 

The prospects for high prices for ani- 
mal and poultry products are usually 
best when grain prices are high. This 
is particularly true for eggs this fall and 
winter, due to the fact that according to 
the available information and _ statistics 


the look ahead is favorable and the mar- 
ket prospect firm. We have, then, a 
favorable market situation coupled with 
a relatively high feed situation. The 
feed situation will cause many feeders 
to lose sight of the market situation, 
and to either dispose of considerable of 
their stock or curtail production by the 
use of cheap and inferior feeds. This 
procedure will have a favorable effect 
on egg prices. Better prices, however, 
will benefit only those feeders who have 
maintained production at a high level. 

At a time such as this the business 
poultryman finds his greatest economy 
in rigid culling of the non or unprofit- 
able producers, and intensive care and 
feeding of all of the good birds he ‘s 
able to handle. He does not look about 
for cheaper feeds, but rather for feeds 
that will give him better results in terms 
of increased production, and the main- 
tenance of his flock at a high level of 
health. He realizes that quality feeding 
actually costs less per dozen of eggs, 
because he receives more eggs. 

It is sound counsel, therefore, to tell 
your trade that the way to profits on 
this market is to select feed oa the 


basis of results. 

The arguments for quality feeds are 
strengthened when grain prices are high. 
At no time do such feeds better dem- 
onstrate their real profit-making value 
to the feeder.—Park & Pollard Scratch. 


FARIBAULT FLOUR & Feed Co., 
Faribault, Minn., has leased the Ruskin 
Elevator Co., located seven miles south- 
east of Faribault, and retained Ben Pax- 
ton as manager. 


JAMES WAKE, Oskaloosa, Ia., has 
remodeled his feed mill and installed 


new machinery at an estimated cost of 
$5,000. 


E. C. ANDREWS DIES 

E. C. Andrews, Sr., president of the 
Always-A-Head Mills, East St. Louis, 
Ill., died suddenly October 23, of pneu- 
monia contracted while attending the 
National Dairy exposition. Mr. An- 
drews became prominent in the feed 
business, operating the Liberty Mills, 
at Nashville, Tenn. Twenty years ago 
he became vice-president and general 
manager of the Kehlor Flour Mills at 
St. Louis, and later served as president 
of the Hall Milling Co. His son, E. C. 
Andrews, Jr., is vice-president: of the 
Always-A-Head Mills which was or- 
ganized seven years ago. 


. . . . Wehave been running feed grinding 
mills since the time of stones and we feel 
that in the new high speed Munson that we 
have a very fine machine. 


The mill will grind 6000 pounds of 
corn an hour and do so without effort, on 
good dry barley it will handle about as 
much .and with oats on fine grinding about 
3600 pounds an hour. 
not putting on a full load. The mill runs 
cool and is very well balanced.”’ 


At this rate we are 


The above letter shows what one Oregon miller 
thinks of his High Speed Munson Single Runner 
Mill equipped with a 30 HP motor. 
the last two sentences—then think of some other 


Just consider 


mills you have heard of. Investigation never hurts 


The coupon is for your convenience in getting 
more information and literature about these mills. 


MUNSON MILL MACHINERY COMPANY 


Utica, N. Y. 


C. Wilkinson, Lansdowne, Pa. 
Frank Eckert, West Warwick, R. I. 


a a Munson. 
No obligation of course. 
% 
4, 
Sy 
AS N&e 
. Xe 
oe, tie, 
“Ne Established 1825 
Le, REPRESENTATIVES 
e  % = A. D. Hughes & Co., Wayland, Mich. 
\ Strong-Scott Mfg. Co., Minneapolis, Minn. 
FB-11-29 ae 
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Grain Dealers Vote 
Feed Industry 
Regular Privileges 
Of Association 


HE growing importance of the 

i feed industry was definitely rec- 

ognized by the Grain Dealers 
National association in changing its 
name to Grain & Feed Dealers National 
association at its 33rd annual conven- 
tion, held at the Pere Marquette hotel, 
Peoria, Ill., October 14-16. Following 
this action the United States Feed Dis- 
tributors association, meeting in the 
same city, disbanded. Feed men will 
now be given full representation in the 
affairs of the Grain & Feed Dealers Na- 
tional association and in the arbitration 
of all disputes involving feeds. 

Change Pending for Years 

The expansion of the Grain Dealers 
National association activities to em- 
brace the feed industry has been pend- 
ing for many years. It was first pro- 
posed by Charles Quinn, Toledo, secre- 
tary of the organization in 1896 and re- 
jected by the board of directors at that 
time. The past few years it has been 
advocated by The Feed Bag and was 
considered by the board of directors at 
the Buffalo convention in 1926. 

The offer of the United States Feed 
Distributors association to disband or 
merge with the grain dealers provid- 
ing the name be changed to Grain & 
Feed Dealers National association fi- 
nally brought favorable action. M. C. 
Burns, Traders Feed & Grain Co., Buf- 
falo, president of the feed distributors, 
appointed a committee composed of J. 
H. Caldwell, Purina Mills, St. Louis; E. 
W. Mitchell, Consolidated Feed & Grain 
Co., Buffalo and E. C. Dreyer, Dreyer 
Commission Co., St. Louis, to work 
with the grain dealers urging the 
change. Some opposition developed in 
the ranks of the grain dealers, but the 
change was finally made when the feed 
distributors announced that they would 
go ahead with plans for building a 
strong feed organization of their own 
providing their proposition was turned 
down. 

Bert Dow Is President 

Bert T. Dow, Davenport Elevator 
Co., Davenport, Ia., was elected presi- 
dent of the Grain & Feed Dealers Na- 
tional association when Pres. A. S. Mc- 
Donald, Boston, Mass., who had been 
scheduled for re-election, declined the 
honor. S. P. Mason, Terminal Grain 


Corporation, Sioux City, Ia., was re- 
elected first vice-president and George 
E. Booth, Lamson Brothers & Co., Chi- 
cago, re-elected second vice-president. 

New directors elected include L. J. 
Hartzheim, Beaver Dam, Wis., presi- 
dent of the Central Retail Feed associa- 
tion; E. A. Boyd, Spokane, Wash.; F. 
A. Theis, Kansas City, Mo.; L. C. Mc- 
Murty, Pampa, Tex.; D. B. Kevil, Sik- 
eston, Mo.; O. F. Bast, Minneapolis, 
Minn.; W. J. Edwards, St. Louis, Mo.; 
W. G. Kirkpatrick, Great Falls, Mont.; 
L. M. Swift, Lansing, Mich.; A. H. 
Hankerson, San Francisco, Calif.; G. 
Sherwin Haxton, Oakfield, N. Y.; R. 
W. Kent, East Providence, R. I.; L. H. 
Connell, Denver, Colo.; A. L. John- 
stone, Milwaukee, Wis.; C. D. Sturte- 
vant, Omaha, Nebr., and Clifford Belz, 
Conrad, ‘Ia. 

Chicago was selected as the site for 
the meeting of the 1930 convention at 
a meeting of the board of directors im- 
mediately following the final session. 
Charles Quinn was re-elected secretary 
and treasurer. 

Grain Trade Will Survive 

All business sessions of the conven- 
tion were held during the three morn- 
ings, and entertainment, which was 
greatly to the credit of Peoria and its 
convention committee, filled in during 
the afternoons and evenings. The con- 
vention was called to order by President 
MacDonald Monday morning. Edward 
N. Woodruf, mayof of Peoria, wel- 
comed the delegates to Peoria follow- 
ing the usual singing and invocation. 
Further welcome was extended on be- 
half of the Peoria. board of trade by 
its president, Edward Sands, J. C. Shaf- 
fer Grain Co. The response on behalf 
of the grain trade was delivered by Ed- 
gar W. Thierwechter, Oak Harbor, 
Ohio, president of the Ohio Grain Deal- 
ers association. Presentation of the 
president’s annual address, the report 
of the secretary and treasurer and the 
vote to change the name of the organi- 
zation concluded the session. 

President MacDonald’s address briefly 
reviewed some of the high lights of the 
organization’s history and experiences 
during his year in office. He commented 
on the farm relief bill and the attitude 
of the association towards it, saying 
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Bert T. Dow 


with respect to grain trade opinion on 
the bill: “Many are fearful and appre- 
hensive. Some go so far as to desire 
to test the constitutionality of the law. 
Others are content to watch and wait, 
confident in the belief that the present 
efficient and economical system of grain 
marketing evolved from years of experi- 
ence, will continue to function as in the 
past. It is in the last group that I 
would put myself.” 

President MacDonald recommended 
that the name of the organization be 
changed to Grain & Feed Dealers Na- 
tional association as previously recom- 
mended by a 30 to 2 vote of the asso- 
ciation directors. He urged inasmuch as 
all member firms, large and small, pay 
the same dues of $20 per year, that the 
larger firms help the finances of the as- 
sociation by joining for their branch 
offices. He expressed the hope that the 
advisory council of secretaries of the 
affiliated associations again resume its 
helpful role in association affairs. 

Heavier Car Loadings Waged 

The complete and enlightening report 
of Secretary Quinn covered 20 closely 
typewritten pages of legal size paper. It 
included a clear word picture of all the 
activities of the association during the 
closing year, touching on such subjects 
as the farm relief bill, transportation, 
uniform grades, recommendation that 
the association change its name to indi- 
cate its feed trade activities, trade rules, 
decrease in number of arbitration cases, 
membership and finances. 


The Tuesday morning session was 
opened by an address by J. H. Cald- 
well, president of the St. Louis Mer- 
chants Exchange, on the subject, “Trad- 
ing in Millfeed Futures”. His address 
is published on another page in this 
issue of The Feed Bag. The remainder 

(Continued on Page Thirty-seven) 
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Maybe 
Are the Man 


HE Quaker Oats Company wants to get in touch 
with the man who believes that real money can be 
made in the retail feed business. 


Such men may be making ordinary profits out of the 
business now. But they want to go farther. They realize 
that the modern retail feed business means keeping 
abreast of the times. 


The Quaker Oats Co. has a real proposition for the 
alert, wide-awake man who is determined to be an out- 
standing feed dealer. Quaker’s proposition includes a 
wide assortment of superior feeds, productive advertis- 
ing and merchandising methods, economical shipping 
arrangements — everything that is needed to make money. 


If you want to do business that way, write today. A 
postal card will do. 


THE QUAKER OATS COMPANY, Chicago, U. S. A. 


BUY QUAKER FEEDS IN STRIPED SACKS 


Se 
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[IN STRIPED SACKS 


IT’S GRAIN The name of the national grain trade or- 
AND FEED ganization has been changed to Grain & 

Feed Dealers National association. This 
change in the name was only a belated recognition of the 
change which has been in progress, and fully consummated 
in many sections, in the old grain business of the nation. It 
had to come if the association was to keep its place as the 
leading organization of the grain and grain products indus- 
tries. 

For several years, the feed jobbers have been organized 
as the United States Feed Distributors association. This as- 
sociation performed a good work, due to the urselfish efforts 
of such men as Gene Dreyer, Don Lowell and Bobby Burns, 
not to mention many others, but its possibilities were lim- 
ited, and it did not fill the bill. The United States Feed 
Distributors association has now disbanded, leaving the 
field and giving its members an opportunity to join the Grain 
& Feed Dealers National association. 

The Feed Bag is glad that feed activities have now been 
definitely recognized by the Grain Dealers National associa- 
tion. Secretary Charles Quinn has long advocated the 
change, and we compliment the past president, A. S. Mc- 
Donald, because it came under his administration. We have 
confidence that the administration of the new president, Bert 
T. Dow, will see the association an actively helpful factor 
in the feed industry as it has been in the grain trade. 


TUBERCULIN We often hear dealers indicate, when a 
TESTING tuberculin test is being made in their sec- 

tion and many cows are condemned, that 
they expect a dropping off in their feed business. 

The Feed Bag, however, has always contended that 
there really should not be any decrease in feed demand be- 
cause of tuberculin testing experiences as the remaining 
cows would be fed better. In most cases, too, the herds are 
soon back to normal and the feed business is, therefore, in- 
creased. Our contentions were confirmed by a survey of 
feed business conditions which we made in several tuber- 
culin tested sections of Wisconsin and Illinois. 

In the East, our contention has been proved correct by 
the experience of Allegany county, N. Y. Allegany dairy 
herds have been tested for several years, and the county is 
now designated as a modified area by the federal agricul- 
tural department, which means that it is free from the dis- 
ease. A few years ago, the county was comparatively not 
very important in the dairy industry but as Allegany gained 
in its fight against tuberculosis, its dairy business began to 
expand. It is now one of the foremost dairy counties in the 
state of New York. 


BETTER “Mr. Cheney, vice-president of Irving 
CONVENTIONS Trust Co., New York, told the confer- 

ence .on retail distribution, that busi- 
ness needs conventions devoted to an exchange of ignor- 
ance: a statement meant to make his hearers think. Con- 
ventions need chairmen who can remember that people come 
to get and give vital information and not simply to go 
through with a fixed program. May heaven deliver us from 
the snappy chairman who interrupts a spirited discussion of 
an inspiring address by impatiently banging bis gavel and 
announcing the next speaker, even if that does prove that he 
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is a good chairman. Conventions also need program builders 
that know how few speakers really have anything to say and 
who those men are.”—The Lewis Letter. 

Mr. Cheney is not alone in his plea for better conven- 
tions. Many persons have expressed the thought that there 
is too much entertainment and too little vital information 
dispensed at the meetings of their industry. It is a good 
thing to get together and have a lot of fun, but we believe 
conventions must justify themselves by making it possible 
for all who attend to get enough vital information from the 
talks and discussions to balance the expense of their trips 
and the value of the business time lost. Padded programs 
with fill-in and policy speakers should be avoided. Ample 
time should be provided for discussion of real business prob- 
lems, with capable leaders on hand to draw out the opinions 
of all delegates. 


TOO MANY The Feed Bag has always urged that deal- 
BRANDS ers who concentrate their sales efforts on 

one or two brands of commercial feed will 
make more money than those who handle six or seven. 
From time to time, during the past few years, we have pub- 
lished articles citing the successful experiences of dealers 
who do push only one or two brands, sometimes making a 
comparison showing the increase in business since adoption 
of the policy. 

There has never been any conscious effort to secure ar- 
ticles of this type. The Feed Bag editorial idea, as most of 
you know, is to write stories about successful dealers, there- 
by presenting practical, profitable business ideas for the ben- 
efit of the industry. In obtaining these stories, we have dis- 
covered that a majority of the successful dealers of the 
country are .one or two-brand merchants. 

Now, the Minneapolis Journal has published results of a 
survey which it made recently in order to learn how many 
brands of standard articles it was necessary to stock in order 
to satisfy the bulk of the trade. There are 77 brands of tea 
for sale in Minneapolis, the survey reveals, but 64.49 per 
cent of the people were buying one brand, 13.15 per cent 
were buying the next best selling brand and 3.65 per cent 
were buying the third best selling brand. Thus, a total of 
81.33 per cent of the people were buying three brands of 
tea, and the remaining 74 brands were scattered among the 
balance of 18.67 per cent. 

The same analysis applied to the other 29 articles which 
were incltided in the survey shows the same condition: that 
is, the great bulk of people were getting along with three 
brands. The scope of the survey embraced such articles 
as pancake flour, soap, ketchup, cocoa, flour, cheese, cigar- 
ettes and coffee. It did not include feed, but we believe the 


report of the survey should be interesting to many in the 
feed trade. 


FEED MILL The Central Retail Feed association is 
POWER COSTS making a survey of electric power costs 
among feed mills. Questionnaires seek- 
ing information on the subject are being mailed to Wiscon- 
sin dealers and all who receive them are urged to make their 
returns as quickly as possible. Results of this survey, when 
compiled, should be of great value to the industry. 
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2257 lbs. of OATS through 1-16 screen 


Using only 1.56 K. W. per 100 lbs. 
A “MIRACLE ACE” HAMMER MILL 


This many pounds of oats were ground in 
| hour on a No. 3, Super MIRACLE ACE 
HAMMER MILL using only 50 h.p. 


Our No. 5, Super MIRACLE ACE direct 
connected to a 75 h.p. motor will do 50% 
more than the No. 3, Super. 


No other hammer mill, at any time or 
any place, ever approached these figures, 
nor can they approach them with their 
present design. 


The MIRACLE ACE HAMMER MILL 


has in every test always outground every 
other hammer mill, we will put a MIRACLE ACE in competition with any hammer 
mill. 


The “MIRACLE MOLASSES PROCESS” 


Is revolutionizing the manufacture of sweet feed. This new patented process, pro- 
tected under the Agee patents, the only successful way of handling cold molasses, 
stands all alone, there is nothing like it. 


The MIRACLE MOLASSES PROCESS 
makes sweet feeds much cheaper and 
makes them of better quality than they 
can be made in any other way. 


It is in operation in every feed mill state 
of the union and is making more money 
for its users than they ever made before. 


Let us send one of our demonstrating 
trucks to your place and show you how 
easily we can put molasses in your own 
feeds with this wonderful process. 


Our booklet the ‘MIRACLE ACE HAMMER MILL” describes this mill, and our ‘“‘“MIRA- 
CLE SWEET FEED PROCESS” booklet tells you all about the Molasses Process, either 
or both will be sent you on request. 


THE ANGLO AMERICAN MILL COMPANY 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY — 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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Cottonseed Products Big 


HE cotton crop plays an impor- 

dl tant part in our national exist- 

ence. More than 50 per cent of 
the world’s supply is grown in the 
United States. Exports from the crop 
of 1928-29 reached a total of more than 
8,000,000 bales and a value closely ap- 
proaching a billion dollars. From the 
crop of 14,400,000 bales, there was pro- 
duced approximately 7,000,000 tons of 
cottonseed and 5,082,000 went to the oil 
mills for crushing purposes. From this 
seed 2,280,000 tons of cottonseed cake 
and meal were produced, 298,000 being 
exported and the remainder consumed 
domestically. 

Importance of Cottonseed Protein 

Our production of cottonseed cake 
and meal represents probably one-fourth 
of the world’s commercial crop of high 
protein feeds and constitutes, by far, the 
largest item in this world supply that is 
readily available for distribution and un- 
hampered by the lack of proper financial 
or transportation facilities. For this rea- 
son, it has been felt that the cotton- 
seed meal market might easily become 
both the price barometer and the hedg- 
ing market for concentrates. 

From the best figures obtainable, we 
find that the world produces about 30,- 
000,000 long tons of oil bearing seeds 
and nuts, cottonseed about 10,000,000 
long tons, soy bean 6,000.000, ground 
nuts or peanuts 4,250,000, linseed 4,000,- 
000, sunflower 2,500,000, copra 1,700,000, 
rape 1,000,000, hempseed 534,000, sesame 
475,000, and palm kernels 432,000 long 
tons. In the extraction of the oil, the 
resulting feed product is a high protein 
cake ranging from 20 per cent to as 
high as 50 per cent protein. A large 
part of this production does not come 
into the open markets and consequently 
has no bearing upon prices in the Amer- 
ican or European trade. 

History of Price Variation 

Cottonseed vary widely in both oil 
and cotton content, due to climatic con- 
ditions, soil fertility and moisture. For 
this reason there has always been a wide 
variation and lack of uniformity in the 
protein content of cottonseed cake and 
meal. Modern milling has done much 
to overcome this, but the variation is 
largely natural and not artificial. 

The cottonseed crushing industry is 


yet in its earlier stage of development. 
Within my recollection, cottonseed in 
the raw state was used as both a feed 
and fertilizer. I have bought cottonseed 
at prices ranging from $6.00 to $100 per 
ton. Cottonseed meal, in the same per- 
iod, has ranged from $10 to $80 per 
ton. In the past five years cottonseed 
has ranged from $16 to $60 per ton, 
and cottonseed meal at Memphis from 
$22.50 to $62.50 per ton. In two recent 
vears the mill sale price of meal has 
advanced nearly 100 per cent within a 
period of a few months. It is unlikely 
that any such range of prices will be 
experienced in the future as in recent 
past years. The wide range in value 
experienced during the period of read- 
justment immediately after the war may 
be again expected only under similar 
conditions. 
Stabilizing Effect of Market 

In the crushing of cottonseed, oil and 
cottonseed meal are the major products. 
On the Produce Exchange in New York 
and on the Cotton Exchange in New 
Orleans, there are futures contract mar- 
kets for cottonseed oil. Previously 
there has been no futures market for 
cottonseed or meal. Take the season of 
1926-27; in October cottonseed meal 
sold at $22.50 per ton f. 0. b. Memphis 
and oil sold at 8% cents. Toward the 
latter part of this season meal sold at 
$37.50 and at the same time oil was 
selling at 8% cents. Now, take the low 
point of 1927-28 the season when meal 
sold at $32.50 per ton, oil was selling 
at 8% cents per pound and when meal 
advanced to $62.50 per' ton, oil was 
quoted at 9 cents per pound. 

The foregoing comparison: should 
show conclusively the stabilizing effect 
of a futures market wherein all factors, 
including the speculative public, have an 
opportunity of expressing their reac- 
tions and opinions of the prices quoted. 
Since the establishment of our market, 
the grower of cottonseed, the manufac- 
turer of cottonseed products, the mer- 


chants, cattle feeders, feed mixers, ex-” 


porters and the fertilizer people, all will 
be permitted to express their ideas of 
values of both cottonseed and cotton- 
seed meal in the future. 

The need of something to prevent the 
wide fluctuations in both cottonseed and 


THE FEED BAG—NOVEMBER, 1929 


Factor 
In World’s Feed Market 


United States Produces More Than 50 Per Cent of Total Supply 
Advantages of Futures Trading Explained to Grain, Feed Dealers 


By Charles P. Reid 


President, Marianna Sales Co., Memphis 


cottonseed meal values had long been 
recognized. In the spring of 1928, Pres- 
ident C. E. Coe, of the Memphis Mer- 
chants Exchange, appointed a commit- 
tee to investigate and recommend to the 
board of directors as to the feasibility 
of establishing a futures market for cot- 
tonseed and cottonseed products. Much 
encouragement was given by govern- 
mental agencies, bankers, cotton grow- 
ers and merchants, feed mixers and fer- 
tilizer manufacturers. 
Futures Market Advantages 

Our organization was_ established 
along the lines of past experience of 
other exchanges and futures markets. 
Every precaution has been taken to pre- 
serve the character and integrity of both 
the Merchants Exchange and its sub- 
sidiary organization, the Memphis Mer- 
chants Exchange Clearing association. 
Actual trading was begun on January 
15, 1929. 

The Memphis futures market affords 
a practical hedging market for cotton- 
seed cake or meal and other concen- 
trates. The feed mixer can now know, 
at all times, what his cottonseed meal 
supplies will cost for six to ten months 
ahead. Instead of carrying large stocks 
of the actual commodities in his ware- 
house, future contracts can be bought 
and in the event of developments in the 
feed business, such as we experienced 
in the past winter and spring, any sur- 
plus can be more readily disposed of. 

Special Advantages to Buyers 

The Memphis Merchants Exchange 
futures contract on cottonseed meal of- 
fers certain advantages to the buyer, in 
that the meal must run fully 41 per cent 
or an allowance for deficiency is made 
for all or any deficiency. Under trade 
custom and under Interstate Cottonseed 
Crushers’ rules, a tolerance of one-half 
of one per cent of protein is permitted 
where no claims can be filed. When 
meal is tendered, the certificate of anal- 
ysis must also be accompanied by cer- 
tificate of sampling and grade. Stan- 
dards of quality. have been established 
which insure, before payment is made, 
the delivery of strictly prime meal or 
the proper allowance for any inferiority 
as to either color, texture or odor. : 

Offsetting this advantage to the buy- 
er, the seller has the option as to time 
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of delivery during the contract period 
and may make delivery on any day 
within the month, without prior notice. 
As the cost of certification, which is 
borne by the seller, is based upon units 
of delivery, it is probable that delivery 
will be made in fifty-ton cars or in 


bonded warehouse, and tagged with 


weight tags only. 


APPLE RIVER MILL CO., Minne- 
apolis, has been incorporated with a 
capital stock of $150,000 to engage in 
the manufacture of flour, feed and cer- 
eals, to construct or acquire and to own 
and operate elevators and warehouses, 
mills and feed grinding machinery. 


same day it is received. 


handle. 
No waste—or breakage. 


REGISTERED IN 


valuable service for 


Reef Brand, Dealers 


Every order for Reef Brand is “‘rush.”” Direct Western 
Union Wire in the New Orleans office insures no possi- 
ble delay. Your order is sent speed 
Reef Brand dealers are en- 
thusiastic about this service. Reef Brand is easy to 
Shipped in new, machine sewn burlap bags. 


Write for information. 


Gulf Crushing Co. Inc. 


New Orleans, U. S. A. 


Bra 


PURE CRUSHED OYSTER SHELL 
FOR POULTRY 


IN THANKSGIVING 
We're thankful for our chance to serve 
The members of an industry 
Who live and strive with willing hands 


To feed the world’s humanity. 


If turkeys had their choice of meats, 
they certainly wouldn’t prefer chops. 


ing on its way the 


u.S. PATENT OFFICE 
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One reason for the high cost of liv- 
ing is that so many people have garages 
in their back yards where the chicken 
coops used to be. 

* * 
CORNHAY WEAKLY NEWS 


A man who promises to go through 
fire for a woman finds that in return 
she goes through his pockets for him. 

Constable Bunks is out after the 
prankster who put the barber pole up 
in front of his house on Hallowe’en 
night. 

Lem Jones, local feed dealer, is look-. 
ing for a new cat. The old warehouse 
tommy tackled Mrs. Brown’s poodle 
dog, thinking it was one of them white 
mice. Mrs. Brown settled the argument. 

Ira Hicks has just received notice 
that he won first prize in the National 
Liars’ contest as predicted in these 
columns last month. The prize win- 
ning prevarication was, “I’m for prohi-- 
bition”. 

The weather: Rain or shine tomor-- 
row. Slightly warmer if not cooler. 

* * * 


BADLY NEEDED 


Dealer: “So you are working on an 
invention that you are sure will make 
you rich.” 

Son: “Yes, it’s a phonograph record 
that will melt after it is played the sixth 
time.” 

*x* * * 

The man who never makes a mistake 

in business never makes anything. 
* 
MEETING HINTS 

The chairman had spoken for 40 min-- 
utes. 

“Now,” he said, “I will call upon Mr. 
Jones to give you his address.” 

“My address,” responded Mr. Jones, 
“is 103 Lincoln street, and I’m going 
home.” 


An optimist is a farmer who feeds his 


hogs college newspapers to make them 
root. 
* * * 


A HEAVY LOAD 


Boss: “What are you doing, walking 
so slowly up those stairs?” 

Midnite: “We’s workin’, boss. 
carryin’ dis desk upstairs.” 

Boss: “I don’t see any desk.” 

Midnite: “Foh de land sake, Carbon, 
we dun forgit de desk.’—Park & Pol- 
lard Scratch. 
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L. F. Eaton, veteran general manager of the 
Willson & Eaton Co., Amenia, N.Y.,at his desk. 


Officials of the Larrowe Milling Co. and the 
New York Central were present to see the 
**1000 Ton Special’’, pictured at right leave 
the Larrowe Toledo mill. The special included 
60 carloads of feed and really carried 1200 tons. 
Delivery to the Willson & Eaton Co. was on 
October 3, three days after shipment from 
Toledo. 


LD settlers down in Harlem val- 
O ley remember the days when the 
Willson & Eaton Co., Amenia, 
N. Y., carted small lots of feed with 
horse and wagon and experienced dif- 
ficulty in disposing of a few sacks at a 
time. 
Sixty Cars of Feed 
A few weeks ago sons of these same 
old settlers who now operate their fath- 
ers’ farms heard the shrill scream of a 
locomotive echo through the valley. Six- 
ty cars rumbled behind the panting en- 
gine, carrying 1,200 tons of feed from 
the Larrowe Milling Co., Detroit, to the 
Willson & Eaton Co. warehouses. It 
was the largest shipment of trade 
marked feeds ever made to a single 
dealer. 


The large volume in which the Will- 
son & Eaton Co. orders its feeds at- 
tests to the vast scope of its business. 
Four retail stores are operated by the 
firm and a wholesale department has 
also been developed. Thousands of tons 
of feed every year move through the 
Willson & Eaton Co. retail channels 
to the Harlem valley farm trade. 


Three Business Policies 

This outstanding success in the feed 
business was gained by following three 
major business policies—the maintain- 
ing of an accurate cost system, calling 
regularly upon the farm trade and sup- 
plying patrons with quality merchan- 
dise. The firm has stood by these prin- 
ciples since it was first founded and 
constant application of them has re- 
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turned great rewards. 


L. F. Eaton, treasurer and manager of 
the company and one of the founders, 
reports that he can tell the profits which 
the firm made on any given day since 
the business was started. A cost ac- 
counting system which he designates as 
“our marginal plan’’ has made this pos- 
sible. 


“Every morning,” he said, “the man- 
agers of the retail stores figure the ex- 
act difference between cost and selling 
price and make a memorandum of the 
previous day’s sales, classifying them 
under credit and cash _ transactions. 
The gross margin on each is thus ob- 
tained. At the end of the month the 
expense account is charged against the 
total and the profits are computed. 
Each day’s business in this way is reg- 
istered in a book for that purpose and 
we can tell what the profits were on 
any given day since we started busi- 
ness.” 

Farm Calls Profitable 


Calling regularly upon the farm trade 
was an important factor in the growth 
of the company’s business and continues 
to be a standard practice of the firm 
today. 


“I attribute much of our success to 
the personal calls we made on farmers,” 
Mr. Eaton declared. “I firmly believe 
that the retail feed business depends 
more on personal solicitations today 
than ever before. If you want to hold 
your trade you must keep in close con- 
tact with it.” 
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= Once Sold Feed 
From Wagon 

~Now Handles It 
By Trainload 


Back in the early days the Willson & 
Eaton Co. went into its trade territory 
with a horse hitched to a wagonload of 


feed samples. Farmers were persuaded 
to try their brands and all of the in- 
formation then available on feeding was 
gladly transmitted to them. Much sales 
effort was necessary in those pioneer 
days and an order was an occasion for 
great rejoicing. 
Mr. Eaton’s First Big Order 

“T shall never forget my first big 
order for a 12-ton car of bran to one 
farmer,” said Mr. Eaton. “That was 
a banner day for me. Only a few years 
later, however, I went over the same 
route and sold 31 carloads. That was 
one of the evenings when I didn’t get 
home for supper.” 

The third business policy of supplying 
patrons with quality merchandise which 
assisted the firm to gain its success is 
still rigidly observed. Several lines of 
feed are handled .but each of them has 
a reputation back of it and the Willson 
& Eaton Co. sells it to the feeders with 
the assurance that its merits will please 
the patrons and bring repeat orders. 
Mounting sales each year are evidence 


of the wisdom of this policy. 


The Willson & Eaton Co., like every 
other business, had its problems. Co- 
Operative buying crept into the firm’s 
territory. The G. L. F. in particular, 
had established a good foothold, and 
pressure was brought upon retail sales. 
But a solution was found. 


Since many of the farmers will buy 
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>. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


Gil and Cotton 
Seed Meals 


either straight 
or mixed 


cars 

Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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cooperative feeds no matter what is 
done, reasoned Mr. Eaton, the best 
thing we can do is to handle the feeds 
ourselves. 

This plan was carried cut two years 
ago and is working effectively. Farm- 
ers who will not be sold on any other 
brand can conveniently obtain their co- 
operative feeds at the Willson & Eaton 
warehouses. 

Mr. Eaton is a veteran feed mer- 
chant. He has spent 51 years in the 
business and anticipates many more 
years of active service. 

Founder Still Active 

When_ he was 20 years old he left 
New York with $300 in his pocket and 
obtained a position with a milling firm 


More Profit 


the mill. 


bagger. 


since 1860. 


tively priced. 


1316 Lincoln Ave. 


er on how to “‘Cash in on 
Daily Grind’’. 
what you want to 
Write today. 
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THE |. B. ROWELL CO. 


Waukesha, Wisconsin 


Write for our interesting fold- 


It tells you 
know. 


in. Amenia, N. Y. Eight years later 
he formed a partnership with G. J. Will- 
son and bought out his employer’s busi- 
ness in 1878. Mr. Willson died in 1905. 

“For the first year Mr. Willson and 
I did most of the work ourselves,” said 
Mr. Eaton. “We shoveled coal, plaster, 
grain and feeds and handled all the lum- 
ber and shingles. In those days there 
was no telephone to call you away 
from your work. When a customer 
called for merchandise he usually found 
us some place out in the plant. Our 
hard work was not without reward, 
however. Our total volume of sales for 
the year was $33,000.” 

During the second year the firm ex- 

(Continued on Page Thirty-six) 


Rowell Hammer Mill 
No. 3 with direct con- 
nected electric motor. 


with the New and 


Improved Rowell Hammer Mill! 


A money-maker for the Custom Miller for TEN good reasons: 
1. Reasonable in first cost. 

Requires !ess attention. 

Is not dulled because of friction by running empty. 
Foreign material in the feed will not ordinarily injure 


Replacements are fewer. 
. Wear does not impair its efficiency. 
It produces a satisfactory product without heating or 
discoloring the grain. 
9. Blower on Main shaft eliminates Belt and Bearing 
trouble found on other mills. 
10. Farmers are demanding Hammer Mill Grinding. 


Capacity 90 to 175 bushels per hour with 14 inch screen. 
Equipment most complete, including one or two-spout 
Cuts the labor cost in two. 

The I. B. Rowell Co. is a long established, responsible 
Wisconsin company, having been in business in this state 
The new and improved Rowell Hammer Mill 
is built especially for the custom miller and is very attrac- 
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Dealer Promotes Future Feed Sales 
By Improving Patrons’ Flocks 


Selects Quality Strains of Leghorns, Sells Offspring to Farmers 
Plan Enables Him to Direct Feeding Methods, Recommend His Brand 


By M. F. Brobst 


Member Editorial Staff, The Feed Bag 


N ingenious method of increasing 
A feed sales and improving poultry 

flocks in the community has been 
devised by Hilmore Esser, junior mem- 
ber of the firm of Math. Esser & Son, 
Dane, Wis. 

Mr. Esser made a survey of the sur- 
rounding territory and found that there 
were about 2,000 high producing leg- 
horns from the strain bred by B. A. 
Meek, R. D. 5, Madison, Wis. It oc- 
curred to this wide-awake feed dealer 
that if all the hens in his radius of doing 
business were of the quality of these 
2,000, there would be more feed sales 
and greater satisfaction experienced 
from the feed sold. His problem was to 
bring about improvement and here is 
the way he went about it. 

Provides Quality Chicks 

After lining up the flock owners of 
the 2,000 high class and getting them 
to agree to use well bred roosters in 
producing hatching eggs next spring, 
Mr. Esser arranged with B. A. Meek 
at Madison to supply cockerels from his 
“Imperial Matings’’ to head each flock. 
These cockerels are carefully selected 
from birds which Mr. Meek raised and 
the grade of which were sold for 35 
cents each as day old chicks. 

Arrangements were then made with 
the Karrow Hatchery, DeForest, Wis., 
a reliable commercial hatchery a few 
miles away, to hatch the eggs pro- 
duced by the 2,000 well-bred layers, 
mated with the Imperial cockerels. All 
of the chicks hatched from .these eggs 
are to be reserved for Math. Esser & 
Son, who are now taking orders for 
the chicks. 

Handle Chicks at Cost 

On account of being able to supply 
the orders to the hatchery far in ad- 
vance, Mr. Esser is able to offer the 
chicks at a very low price. In this 
way his poultrymen are given the 
chance to purchase the very best quality 
of chicks at a figure lower than ordinary 
stock sells at when the season is on. 
There is another distinct advantage in 
this arrangement in that the buyer of 
the chicks knows exactly the quality 
and breeding of the stock and is fully 
acquainted with their origin. 

“We are handling these chicks on a 
very narrow margin,” said Mr. Esser. 


“We only hope to get enough profit 
so that we can pay expenses. Our re- 
turns will come in selling feed to start 
the chicks, and to grow them next sea- 
son. On account of getting better lay- 
ers, there will be more egg mash used 
and we will be in line to get our share 
of the business. 
Good Stocks Aid Sales 

“When we sell the chicks we give the 
customers directions as to the care and 
management of baby chicks and in that 
way we are in a position to see that 
there is lower mortality and _ better 
growth. If the buyers care for their 
birds the way we tell them to, we can 
assure them that they will be getting 
eggs from their pullets early in the fall.” 

Mr. Esser makes great capital of the 
point that if chickens are not bred to 
lay that there is no feed which will 
produce profitable results. He says that 
feed can only produce eggs when birds 
have high laying capacity. He also 
points out that farmers get discour- 
aged with the poultry industry when 
they do not get good returns and this 
naturally lessens the demand for feed. 
He further states the buyer has a great- 
er tendency to purchase high quality 
feeds when he has a good flock to feed 
and when layers are productive. 

Gets an Early Start 

Whenever a farmer calls at the store 
for dairy feed or coal, he is told about 
the plan for getting the best strain of 
baby chicks at a very low price. In this 
way the dealer starts in at the first of 
the season and is in a position to follow 
the progress of the flock all during the 
year. 

Mr. Esser’s plan embodies the fun- 
damentals of real merchandising of 
feeds. First, he controls the kind of 
stock to be fed. Second, he directs the 
methods of feeding and management. 
The good results the feeder has will 
naturally be reflected in his willingness 
to be further advised by the dealer. 
Through efficient management, the feed- 
er will save more of his chicks and con- 
sequently require more feed. When lay- 
ing time comes, greater production is 
bound to be the result of good care and 
feeding. This experience will encour- 
age the poultry owner to repeat the 
plan on a larger scale and with less 
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talk on the part of the dealer. A 
dealer who gives this kind of service 
to his customers deserves the increased 
business which results. 


VITALITY MILES, INC., Chicago, 
has established a feed jobbing depart- 
ment, and will handle millfeeds, lin- 
seed meal, cottonseed meal, and other 
feeding ingredients. George J. Cahill, 
formerly owner of the Cahill Grain & 
Products Co., Milwaukee, which recent- 
ly discontinued business, has been 
placed in charge of the department. 


BARNES-AMES CO., Duluth, Minn., 
plans to construct next spring a‘ $1,500,- 
000 grain elevator at Superior, Wis. 


WILLIAM EILOLA, Hancock, 
Mich., has opened a feed and flour store. 


O. T. OLSON, Argyle, Wis., reports 
that his grist mill was damaged by fire 
recently. 


S. S. STANCHFIELD, Minneapolis, 
has been appointed manager of city 
sales and of the feed department of the 
Russell-Miller Milling Co., to replace 
F. A. Quigley, who has been given 
charge of the firm’s office in Buffalo. 


MAX TEWELES has been elected 
president of the L. Teweles Seed Co., 
Milwaukee, to succeed his’ brother, 
Hugo, who died recently. The L. 
Teweles Seed Co. has been in business 
at Milwaukee for 64 years, and carries 
the names of some firms on its ledger 
who have been regular customers ever 
since the company was established. 


SMITH MILL FIRE 

Smith Milling Co.. Milwaukee, suf- 
fered a loss of $25,000 as a result of fire 
in their plant caused by spontaneous 
combustion on October 14. Five em- 
ployees who were in the plant at the 
time of the explosion, were injured and 
all machinery in the grinding room was 
wrecked. Walls were torn away, con- 
crete bins cracked open, and a huge 
door blown off its hinges by the force 
of the blast. Fire destroyed a consider- 
able quantity of grain and feed which 
was stored in the bins. 


Page Seventeen 


. 
me 
: 
a 
'& 
“ 
: 


e Rip Van Winkle had taken his nap in the twentieth 
century, he would have awakened to even greater be- 
wilderment than he did a century ago. A few years in this 
fast moving age work surprising changes. 


Profits in modern business depend on keeping pace with 
new developments. Yet, some merchants are complaining 
of poor business simply because they are thinking in terms 
of yesterday—failing toadapttheir wares and their methods 
to present day standards. 


The feed business presents a different aspect than a few 
years ago. Feeders become more profit-minded every year. 
Rations are fed by weight, costs are kept, and feed cost 
balanced against profits. In that very fact lies the secret 
of the increasing sales enjoyed by Gold Medal. 


For Gold Medal Feeds not only keep pace—they set the 
pace in making profits over feed cost for feeders. Abreast 
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of every new scientific development— “ 
Gold Medal Feeds meet every require- 


ment of the modern feed merchant. 


Always ahead in profits made over feed 
cost—unequalled in uniform quality— 
backed by persistent advertising and 
active selling help, Gold Medal Feeds 
build profits forfeedersanddealersalike. 


WASHBURN CROSBY COMPANY 
Minneapolis Kansas City Buffalo 


GOLD MEDAL FEEDS 
“FARM TESTED” 


© G, M. Ine, why not now? 
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Southern Feed Men 
Elect Fretwell; 
To Ask Conference 
On Trade Rules 


HE federal trade commission will 

be asked to sponsor a trade prac- 

tice conference to adopt a set of 

trade practice rules or code of ethics 

for the feed manufacturing industry in 

the South as a result of the vote in 

faver of extending such invitation taken 

by the Southern Mixed Feed Manufac- 

turers association in convention at the 
Peabody hotel, October 8-10. 


Committee Suggests Rules 

Practically all of the time of the 
three-day convention was taken up with 
talks and discussions of trade practice 
conference rules suggested for the 
southern feed industry by an association 
committee headed by J. B. Edgar, Hap- 
py Feed Mills, Memphis. Other mem- 
bers of this committee, which was ap- 
pointed at the informal spring meeting 
of the association held at French Lick, 
Ind., were L. R. Hawley, Quaker Oats 
Co., Memphis, and E. E. Laurent, Dun- 
lap Milling Co., with A. T. Pennington, 
Royal-Stafolife Mills, Memphis, presi- 
dent of the organization; Walter Chand- 
ler, Memphis, association attorney, and 
J. P. MacNicol, Memphis, secretary, as 
ex-officio members. 

In between meetings for consideration 
of trade practice conference rules, mem- 
bers of the association and their guests 
were entertained at an annual banquet 
held at the Colonial Country club and 
sponsored by the Happy Feed Mills, 
Royal-Stafolife Mills, Quaker Oats Co. 
and International Sugar Feed Co., all 
of Memphis. The annual golf tourna- 
ment was also held at the Colonial 
Country club. 


Fretwell Elected President 

The only other business: concluded at 
the convention was the election of offi- 
cers. C. B. Fretwell, Spartan Grain & 
Mill Co., Spartanburg, S. C., was elected 
president; E. Wilkinson, Western Grain 
Co., Birmingham, Ala., vice-president; 
Will Hall, International Sugar Feed 
Co., Memphis, treasurer and E. P. Mac- 
Nicol, Memphis, executive secretary. 

New members of the executive com- 
mittee are A. T. Pennington; J. M. 
Wilson, Meridian Grain & Elevator Co., 
Meridian, Miss.; L. R. Hawley; J. K. 
McDowall, Great 8 Mills, Jackson, 
Miss.; C. L. Whyte, Whyte Feed Mills, 
Pine Bluff, Ark.; J. B. Edgar; G. G. 


Keith, 
Tenn. 

Speakers who discussed trade prac- 
tice conference work and rules included 


Hermitage Mills, Nashville, 


Chairman Edgar, Secretary MacNicol, . 


Attorney Chandler, Christie Benet, Co- 


lumbia, S. C., general counsel for the- 


Interstate Cottonseed Crushers associa- 
tion, G. W. Covington, Hazelhurst, 
Miss., and a number of the members of 
the association present expressed their 
ideas from time to time. during the 
meetings. A. L. Ward, Dallas, Tex., 
educational director of the National Cot- 
tonseed Products association, who ac- 


companied Mr. Benet to the meeting, ~ 


discussed the educational work of his 
organization. 
Rules Explained by Chandler 

Walter Chandler, association attorney, 
described trade practice conferences as 
practical things which many industries 
have tried and none have abandoned. 
“Sixty-eight conferences have been held 
of which 60 resulted in the adoption 
of trade practice rules and eight are 
still pending. There are now about 400 
trade practice rules in force, embracing 
widely diversified industries, such as fer- 
tilizer, petroleum, cotton, etc. It-is a 
self-government -proposition. You de- 
velop and establish your own rules. The 
federal trade commission endorses the 
rules and acts as umpire in all cases 
of dispute. 

“Our. association is interested in a 
trade practice conference with the idea 
that such a conference would eventual- 
ly, if not immediately, abolish such evils 
of our industry as the extension of 
credit, long-time booking and guarantee 
against decline. The members of our 
association have improved their condi- 
tion with respect to the second two 
evils enumerated, but the extension of 
credit evil is still with us and we be- 
lieve the logical effect of a trade prac- 
tice conference would be to put our 
business on a cash basis. 


Two Classes of Rules 
“Trade practice rules are divided into 
two groups. Rules included in group 
1, when endorsed by the commission, 
have the effect of law and are enforc- 


ible on and binding on -all members: of: 


the industry, whether they have or have 


-not agreed to them.. Rules.approved.for_.... 
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group 2 are given the moral support of 
the commission but are strictly binding 
and enforcible only among those who 
have agreed to abide by them. Our com- 
mittee has tried to compile only such 
rules as could be included in group 1.” 

Christie Benet, who is well acquainted 
with trade practice rules because of his 
work on the rules of the cotton indus- 
try, spoke the second day of the conven- 
tion, telling the southern feed men that 
they were on the right track and that a 
great percentage of American business 
today was already governed by trade 
practice conference rules. 

“The spread of the trade conference 
practice idea,’ Mr. Benet said, “is due 
to the fundamental desire of all men 
to do business on the square. When 
men do indulge in bad practices, it is 
usually because they are in competition 
with others who they believe were first 
committed to. bad practices.. The fed- 
eral trade commission is interested in 
encouraging trade practice conferences 
to assure the public, as well as the busi- 
ness men of America, a square deal. 

Trade Conference Procodure 


“You are selling feed, for example, 
and if you give A a better deal than 
you give B, B’s customers must neces- 
sarily suffer with him. They must pay 
more for their feeds than A’s customers, 
their productions costs are necessarily 
higher, and they cannot meet the com- 
petition of A’s customers. The proced- 
ure to follow,” Mr. Benet concluded, 
“is to appoint a rather large committee 
to list the rather. so-called bad prac- 
tices of your industry: A smaller com- 
mittee could then consider these bad 
practices and compile a set of rules 
which they believe would correct them. 
This: Original set of rules could then be 
submitted to the United States Cham- 


-€Continued‘on Page Forty-one) 
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What Will You Do to Bring These 


Eight Out of Ten Farmers into 
Your Dealer's Store? 


ES, BROS. 


TABLISHED 1904 


Here’s the Answer 


Every hour of the day eight out of every ten farmers who pass your dealers’ stores—all possible custom- 
ere—are long-term subscribers to the Wisconsin Agriculturist and Farmer, and are familiar with the brand 
mames of shoes, clothing, foodstuffs, machinery, auto accessories—everything that appears on its advertis- 
ing pages. To get turnover of your product in this major market, you must reach the major number of 
quality farmers—the eight out of ten who read the Wisconsin Agriculturist and Farmer. Ask your own sales- 


WISCONSIN 
AGRICULTURIST 
and FARMER. 


Wisconsin’s Leading Advertising Medium 


men about this. 


The illustration above shows in graphic form the density of 
the Wisconsin Agriculturist and Farmer’s circulation in the state’s 
wealthiest market—the Farm Market. Its circulation is classi- 
fied for every town in the state, so that an advertiser can gauge 
its effectiveness within the trading radius of every store that rep- 
resents him. 

The farm market is by far the richest. Wisconsin farmers 
have by far the bulk of the state’s purchasing power, and most 
Wisconsin dealers naturally favor manufacturers who advertise 
aggressively and systematically to the farm market. 


Unlike many city dwellers, the farmer can exercise a wide 
choice as to where he buys, and what brands. His trading area 
includes many towns, and it naturally follows that stores which 
handle brands well advertised in Wisconsin’s one weekly farm 
ted have a large, dependable and highly profitable farmer 
clientele. 


The country dealer knows the Wisconsin Agriculturist and 
Farmer and the lines that are getting the best advertising sup- 
port in this publication. A cold reception, therefore, often faces 
a salesman if he cannot prove to the retail dealer that his goods 
are competing for public favor and re-sale power in this enormous 
farm market with merchandise that is getting abundant adver- 
tising in the Wisconsin Agriculturist and Farmer, where the farm- 
ers regularly see it. 


The Wisconsin Agriculturist and Farmer reaches 81 per cent 
of the Wisconsin farm homes—more farm homes than all of 
Wisconsin’s daily newspapers combined. Only through the Wis- 
consin Agriculturist and Farmer can you adequately and econom- 
ically advertise to the Wisconsin farm market. 


To win leadership in this major farm market, you must 
use the leadership publication—the Wisconsin Agriculturist and 
Farmer. In it your sales message hits the maximum number of 
targets and holds the 


greatest advantage over an advertisement 
in any other medium. 


SERVING THE MANUFACTURER, THE JOBBER AND DISTRIBUTOR 


On many lines of 
Let us know if we can help you with information, 
market and sales opportunities are at your door. You can get more 


per 


business we have accurate, valuable sales information. What we have is, without obligation, at the disposal of any manufacturer, jobber or distributor. 
ion, data, ideas or sugg2stions on how to reach and sel ii jistributors. The 
tive deal 


the Wiscon.in Farm Market and its dealers and d 
more dealers. Let us show the way to volume. 


WISCONSIN AGRICULTURIST AND FARMER 


Circulation Over 175,000 Weekly 


RACINE 


WISCONSIN 


The Only Weekly Farm Paper Owned, Edited and Published in Wisconsin | 
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Southern Mixed Feed Manufacturers 
Draft Set of Trade Rules 


Eleven Suggested Business Regulations Submitted at Convention 
Association Will Ask Federal Commission to Confer on Proposal 


conference rules were presented 

for discussion at the annual meet- 
ing of the Southern Mixed Feed Manu- 
facturers association, held at Memphis, 
October 8-10. The association voted to 
ask the federal trade commission to call 
a trade practice conference for the pur- 
pose of adopting trade practice rules 
for the guidance of the feed industry of 
the South. The original 11 rules, which 
will serve as the basis in preparing a 
final set for submission to the confer- 
ence, if called, are presented herewith: 

Rule 1. Inducing Breach of Contract. 
Resolved: That no manufacturer shall 
knowingly interfere by other than legit- 
imate selling methods, and the use of 
his regular prices and terms, with any 
existing contract between any other such 
manufacturer and a retailer, distributor, 
consumer, or any other party involving 
or relating to the purchase of mixed 
feeds, such interference being for the 
purpose or with the effect of dissipat- 
ing, destroying, or appropriating, in 
whole or in part, the business repre- 
sented by such contract. 

Rule 2. Enticement of Employees. 
Inducing of employees of competitors to 
violate contracts or enticing away of 
employees of competitors in such num- 
bers or under such circumstances as to 
constitute conversion and an appropria- 
tion of the value created at the expense 
of the said competitor, is unfair trade 
practice. 

Rule 3. Misbranding. The marking 
or branding of products of (or for) the 
industry for the purpose or with the ef- 
fect of misleading or deceiving purch- 
asers with respect to the quantity, qual- 
ity, grade or substance of the goods pur- 
chased, is an unfair trade practice. 

Rule 4. Imitation of Trade-Marks or 
Trade Names. The imitation of the 
trade-mark or trade name of a competi- 
tor results in the deception of buyers 
and consumers, is an invasion of the 
property rights of such competitor, and 
is an unfair trade practice. 

Rule 5. Fraud and Misrepresentation. 
The sale or offering for sale of any pro- 
duct of the industry with intent to de- 
ceive customers or prospective custom- 
ers as to the quantity, quality, substance 
or weight of such product, is an unfair 
trade practice. 

Rule 6. Ingredient Substitution. As 
all commercial mixed feeds offered for 


suggested trade practice 


sale are subject to state and federal 
regulations relative to ingredients, and 
show by tags, printing, or otherwise, the 
materials used the industry hereby holds 
that substitution of ingredients, in part 
or in whole, for any of those specified as 
being contained in the feed, is unwar- 
ranted, unethical and unfair competition. 

Rule 7. Rebates and Price Discrim- 
ination. The granting of secret rebates, 
irrespective of the form they may as- 
sume, constitutes unfair competition; 
and the following practices, among 
others, violates this principle and, there- 
fore are unfair trade practices: 

(a) Billing of goods at prices which 
do not reflect actual returns to the 
seller from the buyer. 

(b) Providing truck service without 
adequate charge for it, or reimbursing 
the dealer, purchaser, consignee, or 
agent for the cost of trucking if reim- 
bursement is not provided for in the 
manufacturers’ price list. 

(c) Selling or consigning products of 
one or more classes with special conces- 
sions or at reduced prices given to in- 
duce the buyer or consignee to purchase 
other classes of products of the indus- 
try. 

(d) Failure to enforce in good faith 
the terms of contracts previously made 
for the sale of products of the industry. 
For example: 

Selling on terms that require the pay- 
ment of sight draft on presentation of 
bill of lading (S. D. B. L.) and then 
waiving the obligation to pay cash be- 
fore documents or goods are delivered, 
thus deferring the payment of the cash 
to some future date. 

Selling and delivering goods on time, 
consignment, or open bill of lading 
terms on S. D. B. L. price, er waiving 
earned interest. 

(e) Making special allowances to 
buyers or consignees under the guise 
of advertising expense or giving any 
other form of gratuity. 

(f) Adopting selling methods that 
promote secret rebates and concessions, 
such as: 

Employing a buyer or consignee or 
his agent or anyone employed by or 
connected with a buyer or consignee, 
with the purpose, design, and effect of 
influencing the business of such cus- 
tomer. 

Carrying on books by seller or con- 
signee, as delinquent, balances due by 
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solvent customer, with no intention of 
requiring ultimate payment. 

(g) Refunding to the buyer or con- 
signee, either directly or indirectly, any 
part of the purchase price on account of 
goods accepted and/or settled for by 
the buyer or consignee under the terms 
of the contract. This practice is com- 
monly referred to as “retroactive settle- 
ment”’. 

Rule 8.—Defamation of Competitor or 
Disparagement of His Goods. The de- 
famation of a competitor by words or 
acts imputing to him dishonorable con- 
duct, inability to perform contracts, or 
questionable credit standing, or the false 
disparagement of the grade or quality 
of his goods, is unfair trade practice. 

Rule 9. Use of Inferior Materials. 
The use of feed materials not up to 
grade standards or the use of any ma- 
terial considered by the trade as inferior 
and which tends to bring the feed indus- 
try into disrepute or to defraud the buy- 
er or the public, is an unfair trade prac- 
tice. 

Rule 10. Repudiations of Contracts. 
Contracts are business obligations which 
should be performed in letter and in 
spirit. Post-dating or pre-dating a con- 
tract, or making a contract without au- 
thorization and definite commitment at 
the time it is made by both parties 
thereto; and the repudiation of contracts 
by sellers on a rising market or by buy- 
ers or a declining market are inimical 
to the public welfare, destructive to 
business stability, and are, in fact, un- 
fair trade practices. 

Rule 11. Selling Below Cost. The 
sale of mixed feeds and feed materials 
below cost for the purpose and with the 
intent of injuring a competitor or to 
the effect of lessening competition, is an 
unfair trade practice. 


FREDERIC H. STONEBURN, for 
seven years professor of poultry hus- 
bandry at the Connecticut Agricultural 
college has become affiliated with the 
International Sugar Feed Co., Memphis, 
Tenn., to aid in the orderly develop- 
ment of the poultry industry in the 
South. Professor Stoneburn is widely 
recognized as one of the leading poul- 
try authorities of the country, and was 
one of the pioneers in much of the prog- 
ress which has been made in the poul- 
try industry. 
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CGreeds that do not vary 


s constant an 
uniform as the North Star 


© HE North Star has been a pivot of human destiny. Who can say what the 
course of world progress might have been without that one unchanging 
sentinel of direction to guide the routes of ancient ships and adventurous ex- 
plorers? Constancy, as symbolized by the North Star, is a guide post of achieve- 
ment—a principle to which experience in the feed business bears witness. 


In a fickle market where feeds drift into 
the cross currents of unproved fads and 
theories and many a dealer’s profits are 
swallowed in the backwash of dissatisfac- 
tion—the constancy and uniformity of 
Larro Feeds have stood out like a beacon. 


Fadsand theories goto the Larro Research 
Farm for proof—not to Larro customers. 
Most of these fads, in fact, were tried and 
rejected there long before they were taken 
up elsewhere. Many years of scientific re- 


search and experimental feeding at the 
great Larro proving ground have cleared 
the way for Larro quality. 


Feeders who buy from Larro dealers come 
back for more Larro month after month 
and year after year because they know 
that Larro is always uniform—always the 
most profitable feed they can buy. That 
is why Larro dealers are enjoying more 
business and greater profits each year. 


LARROWE 
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DETROIT, 


Include Larro Family 
Flour in your next order. 
li is a profitable item 
to sell with your feeds. 


MICHIGAN 
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St. Louis Exchange 
Feed Market 
Wins General Favor 

Ot Industry 


By J. H. Caldwell 


Vice President, Purina Mills, St. Louis 


HE amount of mill feeds pro- 

i duced in the United States is ap- 

proximately 4,500,000 tons, with 
an approximate value of $125,000,000. 
What man is there among us who would 
risk carrying this value in buildings, 
without fire insurance, or even one car- 
load of mill feeds without insurance 
against fire? He is also careful to see 
that the company in which he carries 
the insurance is financially able to pay 
the loss, in case of fire. Then, why not 
use the same common sense in insuring 
against the risk of loss through price 
change, by hedging in the future mar- 
ket? 

Constructive Criticism Helped 

When the board of directors of the 
Merchants Exchange of St. Louis placed 
before its members the subject of trad- 
ing in mill feed futures, it had to run 
the gauntlet of criticism, not only by 
members, but by outsiders who might 
be interested in the new venture. Hap- 
pily, the criticism was sound and con- 
structive, and aided greatiy in foresee- 
ing obstacles that would arise in foster- 
ing and building up this embryo activity 
in the exchange. Like all new endeav- 
ors there was a hazard to the success 
of trading in futures in these new com- 
modities, but after analysis, it was felt 
that the subject was a sound one and 
with aggressiveness and determination it 
would succeed, and it is refreshing to 
note that the forecasts as to its success 
were correct, as a national interest is 
now being shown in the development of 
these contracts. 

The question of drawing up rules and 
supplying the contracts was a very slow 
one. Because of there being nothing to 
go by, the committee in charge had to 
originate and determine what rules and 
regulations would best serve the purpose 
as a beginning. The matter was not 
hurriedly rushed through, but much 
thought and consideration were given to 
the formation of rules and contracts, and 
while some few changes have been 
found necessary, the rules seem to cover 
the subject in a fairly complete manner. 

When the trading started, there was 
some confusion. Immediate support’ to 


the contract was given by the millers 
and traders, in many cases, purely as an 
experiment to see how it would work. 
Some of those who had been opposed 
to the idea were agreeably surprised at 
the evenness and smoothness with which 
the trades were handled. The terms of 
the contract were something new. Noth- 
ing like it existed. It was an experi- 
ment, and we were all eager to watch 
the various angles and conditions that 
would arise from time to time. Some 
were a little backward in trading, others 
were over confident. Without flourish 
or blare, after a few days, trading be- 
came even, and has been running, with- 
out hindrance, daily since its opening, 
June 10. 

It was thought wise, at the beginning 
to have specific periods during the ses- 
sion for a call market, in addition to 
trading throughout the session, so that 
interest would be stimulated and a bet- 
ter understanding could be had by call- 
ing the traders together for the ex- 
change of ideas at intervals throughout 
the session. The call market has been 
very popular and has stimulated the vol- 
ume of trading as well as interest in 
the market. Telegraph companies and 
private wire houses saw the scope that 
the new activity had obtained and they 
reported that from various sections of 
the country, requests were coming in for 
C. N. D. service, and interval quotations 
during the session. Their support has 
helped greatly, and at the present time, 
practically every section of the country 
is being informed continuously and at 
intervals of the St. Louis mill feed fu- 
tures market. 

Interest of Trade Increasing 

The bureau of markets of the Depart- 
ment of Agriculture recently requested 
that we send to it, daily, our closing 
prices of the mill feed market, as it had 
received inquiry from many sections of 
the country for reliable information. The 
request was, of course, immediately 
granted. There is much satisfaction in 
giving this information to the depart- 
ment, as it shows that the trade is be- 
coming more and more interested every 
day. 
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Trading in mill feed futures, being 

something that has never before been 
tried, we knew, of course, that it would 
be necessary to fight for recognition and 
the results of our fight have surprised 
us. The publicity that we have been 
given through the trade journals and 
through other means is bearing fruit. 
Inquiry has been received from Euro- 
pean countries and practically every con- 
suming and producing area is trading in 
the market at this time, which is con- 
crete evidence that the contract is a 
good one and is being used to advan- 
tage. 
The feeling that exists is best ex- 
pressed by a western miller. In dis- 
cussing the matter recently, he said that 
he wondered why it had not been 
thought of before, as for many years 
he was able to hedge his flour sales by 
the purchase of wheat in the futures 
market, but was always in a quandary 
as to how he was going to come out 
on his feed. Since using the market, 
however, he states that the arrange- 
ment is highly satisfactory, that he has 
used it to good advantage. Another 
large western miller finds it is more de- 
pendable to sell his feed in the St. Louis 
futures market, as when he sells a con- 
tract in the futures market, he knows 
that it is sold and delivery can be made, 
if he so desires. If, in the meantime,- 
he can sell his actual feed to better ad- 
vantage, he comes into the pit and buys 
in his future contracts. I believe ‘the 
part that pleases him most is that when 
he sells his feed it is sold, while before 
the option existed, he had made several 
sales to various concerns, and found that 
if the market changed against them, he 
had trouble in making them take deliv- 
ery. 

There are other testimonials in sup- 

(Continued on Page Forty-three) 
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ITH the coming of cold weather, livestock and 

poultry will be housed in winter quarters. This 

means for the breeder an increase in the danger of 
heavy losses through contagious diseases and infections. 
It means that poultry raisers face the —* of great 
loss from roup and other poultry diseases. 


This is the season when the need for B-K is greatest. Millions 

: of farmers are being told how to protect their stock and 
Cae ae poultry the B-K Way. National farm papers, state farm 
aa ae papers and leading poultry journals are being used in B-K’s 
vigorous Fall Advertising Campaign. 


Big Advertisements direct readers to the feed store to buy 
B-K. Dealers who stock, display, and push this long profit 
B-K is concentrated sodium hypo- | item are cashing in on the campaign. 

chlorite. B-K kills disease germs 

at once, on contact—ten times 


more effective than undiluted car. | YOU, too, can make extra profits from B-K during the winter 


bolic acid. Contains no acids or : 
months by tying up with our national advertising campaign. 


and endorsed by leading dairyand 1f you are not carrying B-K, write today for details of our 


poultry experts everywhere. You liberal dealer offer and complete merchandising campaign. 
can safely recommend it to your 


GENERAL LABORATORIES 
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Dealer Escapes Delivery Problems 


By Making Store Convenient J 


Installs Device Which Makes Loading a Pleasure for Customers 
Reduces Summer Carry-Over of Feeds by Conducting Annual Sale 


AKE the service at the mill so 
M good that the matter of delivery 

will be so far overshadowed 
that it ceases to be a problem. This 
has been the policy of the C. L. Seger 
Grain Co., Jackson, Minn., and it has 
worked out well. 

The company finds that it is not nec- 
essary to own a delivery truck. The 
farmers, who constitute the main list of 
customers, are glad to haul home their 
own purchases in feeds, and they drive 
for many miles to obtain their wants in 
rations for the cattle, hogs and chick- 
ens. 

The C. L. Seger Grain Co. probably 
has one of the most complete feed and 
milling establishments in the Middle 
West, and Jackson is a town of only 
3,000 population. Gradually the Seger 
patronage has increased, and according- 
ly the building has been enlarged and 
outfitted until, in equipment, it might 
be considered almost perfect. 

Speedy Loading System 

It must be a pleasure for a farmer 
to visit the feed mill of the Seger Grain 
Co., for at a single dump he deposits 
his load in the driveway pit and then 
drives to the farther end of the same 
enclosed area where he sees his own 
grain already ground, pour down into 
his wagon box or truck body. As much 
as 500 pounds are ground and waiting 
for him, let him hurry if he will from 
dump to ground feed outlet. He has 
only to pull a rope that opens the trap 
door of the overhead hopper bin. Or he 
can tarry a little while he is at the 
dump and then upon his arrival at the 
hopper the whole load is ready, ground 
and waiting to fall like a cataract into 
his possession again. 

When farmers come to the Seger mill 
they keep in good humor because of 
the ease experienced in handling their 
loads. And because they are in good 
humor, they are more approachable on 
the subject of the balanced commercial 
rations for livestock. Once they are 
sold on the ready-mixed formula idea 
and can be induced to make their own 
deliveries to the farms, so much oftener, 
then, there is a close personal contact 
between them and the man who sells 
the feed. Some of this centact is lost 
when the farmer remains at home, de- 
pending upon other means of delivery 
than he himself furnishes, Mr. Seger 
believes. 


Mr. Seger is a veterinarian who, in 
traveling among the local farmers, saw 
the need of a commercial feed mill and 
store to serve their needs in ground ra- 
tions. So he installed a little mill in 
a shack. Next he stocked a line of 


HERE is it more profit- 

able for a dealer to sell 

feed--in his store or at the 
farmer’s door? 


In the accompanying ar- 
ticle the experiences of the C. 
L. Seger Grain Co., Jackson, 
Minn., are related. Mr. Seger 
places all of the emphasis on 
his store and operates on the 
policy of bringing customers 
into it, instead of maintain- 
ing a delivery system to bring 
the products to their doors. 
He believes that this method 
is most profitable. 


The Feed Bag is interested 
in presenting the experiences 
of other dealers. Letters sup- 
porting either side of the 
question will be welcomed 
and will assist dealers who 
are in doubt to form their 
decisions onthis modern mer- 
chandising question. 


commercial feeds and began a regular 
system of newspaper and direct-by-mail 
advertising. He also drummed on the 
necessity of the balanced ground ration 
as he went the rounds in his veterinary 
practice. The business increased ac- 
cording to the effort put into the pro- 
motion and then, two years ago, the 
last enlargement of the building was 
made and the best of modern feed mill 
equipment was installed, including a 26- 
inch piston mill that can grind at the 
rate of a ton every fifteen minutes. The 
plan for the elevator, conveyor and hop- 
per-reloading system were designed by 
Seger himself. 

“It was a matter of putting in some- 
thing the farmers wanted,” explained 
Mr. Seger. “They desire real mill serv- 
ice, which means unloading and reload- 
ing feed without any hard work on their 
own part. They can get enough of 
hard work at home. Make a visit to the 
feed mill a pleasure and they will not 
call for a country delivery system. As 
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a matter of fact, most of our farmers 
own motor trucks, and they expect to 
use them. Any who lack that conveni- 
ence and who need larger quantities of 
feed, employ a commercial hauler.” 

The only exception to the no-delivery 
system at the Seger store is in the case 
of a good customer for quantity com- 
mercial feeds who lives in town and 
lacks a conveyance of his own. Then 
the order is laid down at the customer’s 
home and Seger employs a transfer man 
to do the job, since he keeps no trucks 
of his own. 

Departments Are Interlinked 

“The business of the feed mill and 
that of commercial feeds go hand in 
hand,” says Mr. Seger. “Dispense with 
either branch and the remaining one 
would suffer to some degree. The ex- 
cellent mill service for farmers brings 
them in close association with the com- 
mercial line that Seger advertises and 
those seeking light on feeds for their 
own rations, are shown the wonderful 
convenience of the mill that has made 
the scoop: shovel a relic. 


Holds Summer Sale 

Supplementary to the regular com- 
mercial lines, Seger has feed formulas 
of his own to offer. Bushel size sam- 
ples of all feeds stand open for inspec- 
tion all over the floor of the Seger feed 
store. Farmers like to run their hands 
into the assortments and view them in 
their palms. It all helps along to make 
the place a popular one to patronize. 

A summer feature of the Seger Grain 
Co. is a special sale on feeds that are 
not desired for carrying over. “It is 
better to sell at an off price than it is 
to carry over a surplus,’ says Seger, 
“and it is just as reasonable that a feed 
man should do something in midsummer 
to stimulate trade as it is that the de- 
partment store should do so.” There- 
fore, Seger puts on his big stock re- 
duction sale each summer for one week 
only, and advertises it far and wide. 
The result is the clearance that he so 
much desires. 


A. W. DAVENPORT & SON, Tole- 
do, Ohio, has installed a feed mill. 


HENSEY & OWEN, Milwaukee 
commission merchants, have dissolved 
their partnership which has been exist- 
ing since 1916. All business in the fu- 
ture will be conducted by John Hensey. 
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| HERE A OF THE 


100 WOOLBS NET 
Miss Minneapolis Miss Minneapolis * Miss Minneapolis 


CHICK FEED 


BuTTl (no 


CHICK Suan SCRATCH FEED SCRATCH FEED 


46 rEEDS OF QUALITY 


ve! 


Miss Minneapolis MissMinneapolis 
A PIG MEAL 


BRAN) | | Offered By | mibpuines 
SCREENINGS You h SCREENINGS SCREENINGS 

EEN 68, ou t e EXCEEDING MILL RUN WOT EXCELDING RUN 
There Had to be a Best 


MINNEAPOLIS MILLING CO. eS f 


WHEAT BRAN 4 


a with 
RED DOG Minneapolis Flour--All in One Car Misgtiieapolis 

comprising COARSE CRAIN 

COMPLETE—ECONOMICAL—MIXED CAR SERVICE 


3, 2 
— \ 
= 
1 | ‘ 


Try This! Avoid This! 
OUR WISCONSIN REPRESENTATIV 
Purchase One . 4 One Car Flour and 
Completely Assorted Car of WILL GLADLY EXPLAIN Mill Feeds - - $1,300.00 
HOW YOU CAN 4) : ashes, etc. 050. 
One Car Dairy Feeds, etc. 650.00 
(Approximately ) $1,000.00 DO THE WORK OF THREE (Approximately) $3,000.00 
W. H. MANN, Oconto, Wis. A. E. WEDIN, La Crosse, Wis. 
©. E. ROOTH, Minneapelis, Minn. J. S. DOUSMAN, De Pere, Wis. 
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Liethen’s 


Are True 


Feed Patriots 
Whole Family Active 
In Business 


By Emil J. Blacsky 
Member Editorial Staff, The Feed Bag 


WO main 
tie riad 
h gh. = 
ways. which bear 
the largest portion 
of north and south 
bound traffic cross- 
ing Wisconsin, in- 
tersect at Apple- 
ton, Wis. On this 
busy point looms 
the E. Liethen 
Grain Co. estab- 
lishment. The hum of its grinders and 
the bustle of handling outgoing and in- 
coming products, is in harmony with 
the whir of the passing traffic. 
New Building Started 

Within a few months the firm will 
be located in a new and larger build- 
ing. Construction has been started on 
a feed and grain warehouse which will 
cost $60,000, and will be completed by 
December 31. 

The new building will have five stories 
and a basement and will be built of re- 
inforced concrete. Office and shipping 
department will occupy the first floor, 
and the remainder of the building will 
be used for storage and manufactur- 
ing purposes. New equipment will be 
installed for producing molasses feeds 
in addition to the complete line which 
is now manufactured. 

The business, which was founded by 
E. Liethen, who is now deceased, has 
been perpetuated by his family. Every 
member has taken an interest in the 
business and better cooperation and a 
more successful partnership could hard- 
ly be found anywhere. 

Family Conducts Business ~ 

Frank, the oldest son, is general man- 
ager of the business. 

Henry does most of the sales work 
outside of the office. He is the con- 
tact man, hustler of new business, and 
is in charge of the wholesale depart- 
ment which the firm has developed. 

Andy is the inside man. He super- 
vises the grinding and mixing depart- 
ments, and sees that they make a profit. 
The volume of grain which pours into 
the mill from the rural territory daily 
and the constant hum of the machinery 


Frank Liethen 


is evidence of his ability. In addition 
to handling custom work, the firm pro- 
duces many of its own brands of feeds 
which it markets locally. The grind- 
ing and mixing department has proved 
to be a good investment and is paying 
for its keep and returning a profit from 
both angles. 
Alois is 
then family. 


the Hercules of the Lie- 

He is attending the Uni- 
versity of Wisconsin and is a member 
of the Badger football squad, where his 
broad shoulders are greatly appreciated. 
During his vacations, Alois keeps fit 
by handling heavy sacks in the mill. He 
tosses them about as a heavy sea plays 
with driftwood and all of the other 
boys in the mill have learned to call 
upon him when any occasion for muscle 
power arises. 

The fourth member of the Liethen 
family will greet you pleasantly when 
you step into the office. She is Miss 
Rose Liethen, bookkeeper, treasurer, 
and general counsel in all matters where 
figures are involved. Miss Rose is 
among the leading women in the feed 
industry. She can talk to a customer 
and answer his questions as well as a 
veteran dealer. Her courtesy and abil- 
ity have won many friends and cus- 
tomers for the company, and her effi- 
cient bookkeeping system enables the 
firm to know its costs and to weed out 
unprofitable departments and promote 
the lucrative. 

Young Robert in Reserve 

Among the younger generation who 
will be willing and capable to take up 
the reins of the business whén the time 
comes is Robert Liethen, the youngest 
of the family. He is attending the pub- 
lic school, but whenever he has an op- 
portunity he hurries down to the mill 
and offers his assistance. The feed in- 
dustry has no need to worry about its 
future with youngsters like him waiting 
in line. 

All of the members of the family 
work closely together and this team- 
work has enabled them to make rapid 
progress in business. 

A wide territory is supplied with the 
products produced in the mill. Sons 
of the farmers who were customers of 
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The}E. Liethen Grain Co. establishment, 
pictured above, is as busy as the bustling 


corner on which it stands. Below is the 
fleet of trucks, maintained by the firm, and 
their drivers. 


E. Liethen, the founder, continue to 
do business with the firm. Fair deal- 
ing and service to customers have won 
and continued to hold their patronage. 

Five trucks are maintained by the 
firm to handle the delivery problem. 
This fleet serves both the retail and 
wholesale department. Farm custom- 
ers are charged for delivery service in 
proportion to the distance which they 
live from the store. One driver is en- 
gaged to handle each truck. He is a 
salesman as well as an efficient driver, 
and is required to develop and maintain 
good will among patrons. The drivers 
are keenly interested in their work. 
They keep their trucks looking like 
new, and obtain additional business for 
the firm whenever they have an oppor- 
tunity. 

The entire E. Liethen Grain Co. staff 
is anticipating the occupation of its new 
quarters and is determined to continue 
the rapid progress which has been made 
in the past. 


INTERNATIONAL SUGAR FEED 
Co., Minneapolis, is building a $30,000 
addition to its plant which will increase 
its production to 600 tons daily. 


KOTVIS BROS., Milwaukee, flour 
and feed jobbers, are constructing a six 
story steel, concrete and brick ware- 
house addition to their plant at an es- 
timated cost of $35,000. 


DON MONTGOMERY, Madison, 
Wis., formerly in charge of trade regu- 
lation and investigations for -the Wis- 
consin department of agriculture and 
marketing, has resigned his position to 
become associated with the Amierican 
Wholesale Grocers’ association. 


LAUERMAN CO., Newton, Ia., has 
purchased the feed business of the Iowa 
Mercantile Co., from E. H. Witmer. 
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Do You Know The Firms 


Getting Your Business 


‘ IGHTY-FIVE firms, more or less, 
are included among regular adver- 
tisers in The Feed Bag. Proud of 
our standing as “The Dealers’ 
Paper of the Feed Industry’’, we are con- 
fident that all these regular advertisers are 
reliable, for we feel that in carrying the 
advertisement of any firm, we recommend 
that firm to our readers. We are presenting 
a list of all advertisers, now regularly rep- 
resented in The Feed Bag, on this page, 
suggesting ‘its use as a buying guide. 


@ Check the list and look for the names of 
the firms receiving your business. Some 
will be missing, but this does not imply that 
any missing firm is not reliable. Tell these 
firms about The Feed Bag and that you 


place your confidence in advertised pro- 
ducts and firms that are advertising. Firms 
that spend money to build good will 
are less likely to do anything that might 
nullify the effect of their advertising than 
firms making no such investment. 


q It will pay you to trade with The Feed 
Bag advertisers for we accept their adver- 
tisements in the confidence that they will 
observe the spirit as well as the letter of 
their contracts. If you enjoy reading The 
Feed Bag, you can help make each issue 
bigger and better by patronizing the ad- 
vertisers. When buying — feed, grain, al- 
lied products and machinery — don’t for- 
get to mention The Feed Bag. 


Ames-Burns Co. 

Anglo American Mill Co. 

Appleton Car Mover Co. 

Arcady Farms Milling Co. 


Archer-Daniels-Midland Co. 


Banner Grain Co. 

F. W. Brode Corp. 
Brooks Milling Co. 
Buerger Commission Co. 


Capital Flour Mills, Inc. 
Cereal Grading Co. 
Classified Advertisements 
Collis Products Co. 
Commander Milling Co. 
Consolidated Products Co. 


Corn Products Refining Co. 


Darling & Co. 


Denver Alfalfa Milling & Products Co. 


Deutsch & Sickert Co. 
Diamond Huller Co. 
Donahue-Stratton Co. 


S. T. Edwards & Co. 
Empire Milling Co. 
Excelsior Milling Co. 


Franke Grain Co. 
General Laboratories 


Grain Dealers Nat. Mutual Fire Ins. Co. 


Grain Machinery Co. 
Gulf Crushing Co., Inc. 


Haertel Co., Inc. 
Herrick Feed Co. 
Hiawatha Grain Co. 

S. Howes Co., Inc. 
Humphreys-Godwin Co. 


Imperial Meal Co. 
International Agricultural Corp. 
International Sugar Feed Co. 
Iowa Milling Co. 


A. E. Jacobson Machine Works, Inc. 


King Midas Mill Co. 
E. J. Koppelkam 


LaBudde Feed & Grain Co. 

Ladish Milling Co. 

Larrowe Milling Co. 

Linseed By-Products Co. 

Linseed Meal Educational Committee 


Maney Bros. Mill & Elevator Co. 
Marianna Sales Co. 

McKercher Milling Co. 
Minneapolis Milling Co. 
Minnesota Feed Co. 

Munson Mill Machinery Co. 


National Cottonseed Products Ass'n. 
National Food Co. 

National Oil Products Co. 
Nebraska Consolidated Mills Co. 
New Nicollet Hotel 


New Richmond Roller Mills Co. 
Northern Milling Co. 
Northrup, King & Co. 


J. P. Parks 

Pearl Grit Corp. 

Penick & Ford, Ltd., Inc. 
F. J. Phelan Co. 

Purina Mills 

E. A. Pynch Co. 


Quaker Oats Co. 


Radtke Bros. & Kortsch Co. 
M. G. Rankin & Co. 
Reliance Feed Co. 

I. B. Rowell Co. 
Russell-Miller Milling Co. 


Sprout, Waldron & Co. 
A. L. Stanchfield 
Strong-Scott Mfg. Co. 
Chas. M. Struven & Co. 
Stuhr-Seidl Co. 

Sunset Feed & Grain Co. 


L. Teweles Seed Co. 
Three Minute Cereals Co. 


Washburn Crosby Co. 
Western Terminal Elevator Co. 
Wisconsin Agriculturist & Farmer 


E. S. Woodworth & Co. 


Che feed Bag ADVERTISERS 
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Dealer Gets Written Testimonials 
From Customers by Mail 


Boosts Used to Sell Prospects; Knocks Show Way to Improvements 
50 Cents in Trade Given as Inducement to Answer Questionnaire 


ERHAPS no other one thing will 
P influence a prospective customer 

as will a written testimonial by a 
satisfied user of your feeds. 

With this in view, and also with the 
idea of improving the quality of our 
line and bettering our service to cus- 
tomers, we debated among ourselves as 
to how we could best secure these tes- 
timonials. The following plan was fi- 
nally decided upon. 

Questionnaires to Customers 

Questionnaires were prepared, to be 
circulated among those of our customers 
whose experience with our feeds would 
warrant it, and whose opinions, we 
thought, would carry most weight with 
the feeding public. 

At first thought, passing out these 
forms seemed a simple matter, but upon 
consideration it struck us that people 
wouldn’t go out of their way to give us 
this information unless we made it 
worth their while to do so. This reluc- 
tance would not be so much a matter 
of declining to give the facts and to 
express their opinions as simply the 
truth that it is human nature to put 
such things off until the proverbial to- 
morrow. 

Offer Reward for Answers 

We multigraphed 100 questionnaires, 
filling in at the top of each the name 
of the customer to whom it was to be 
sent. Another smaller slip was attached 
to it printed somewhat’ as follows: 

“The return of the attached slip with 
the questions intelligently answered will 
help us to improve the quality of our 
feeds. We'll appreciate the assistance 
very much and will allow fifty cents on 
your next purchase upon the return of 
this questionnaire.” 

Among other questions which we 
asked were: 

“What has been your experience with 
our feeds and how have they helped you 
in your feeding problems? 

Ask for Frank Criticism 

“Please state in detail any bad results 
or trouble which you have experienced 
and which in your honest opinion may 
have been the fault of the feed. 

“You know what feeds make up our 
line. Can you suggest any additions 
to it? 

“Is our service to you in the way a 
filling orders, loading, billing, etc. satis- 
factory? We’d appreciate any sugges- 
tions which will enable us to help you 


and would be glad to have any construc- 
tive criticism.” 

We were well pleased with the re- 
turns of the forms, receiving back better 
than 85 per cent of those sent out. The 
cost of securing this information and the 
testimonials was undoubtedly rather 
high for a mill of our size, still, we felt 
that the value of suggestions we secured 
more than covered the dollars and cents 
outlay. 

Of course we quote from the favor- 
able testimonials in our advertising, re- 
taining the originals on file in our office 


for those who might wish to see them. 

There is no doubt but that one is 
bound to receive among the testimon- 
ials a number of jolts. Still, if only they 
are well founded, and the criticism con- 
structive, they are, in a way, worth 
more than the recommendations, even 
though not as pleasant to take. 

To keep abreast of feeding develop- 
ment, the manufacturing of better mixed 
feeds and the merchandising of them, if 
only in a small way, one must be ever 
on the alert to improve one’s product 
and service. 


More Merchandising Needed 


In Feed 


Business 


By A. V. Amet 
Sales Manager, yaad Head Mills, East St. Louis 


HERE are too many feed dealers 

i and too many manufacturers. 

The situation is getting worse 
each season. 

Yet, only about 40 per cent of the 
probable and possible people are using 
commercial mixed feeds that could or 
should. 

The immediate problem of the indus- 
try is to sell the other 60 per cent of 
the trade and relieve the congestion 
brought about by more mills and stores 
than needed for the present volume. 

In every community there are many 
feeders who could be sold. The trouble 
is most feed handlers have been content 
to let their customers sell themselves. 

If every independent feed dealer be- 
came a feed merchandiser, and sold feed, 
instead of filling orders that are thrust 
upon him, the whole business would im- 
prove immediately. 

There are four things that détermine 
a dealer’s volume of sales, and classify 
him as wide awake if he uses them. 
These are knowledge of the business, 
enthusiasm, confidence, and hard work. 

If a dealer has these four things, the 
brands of feeds he sells will flow 
through his store and warehouse in con- 
siderable volume. If he lacks them sales 
will probably merely trickle through his 
establishment. 

Knowledge of the business is most 
important. If a dealer believes the feeds 
he sells to be good, the sales plan and 
methods of his manufacturer to be sound 
and his reputation to be good, then con- 
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fidence, enthusiasm, and hard work will 
follow as a matter of course. 

The dealer will sell with greater con- 
fidence and enthusiasm if he knows that 
the brands he passes along are backed 
by sound and reliable institutions. His 
success is dependent on giving perma- 
nent satisfaction to the people he sells 
and serves. 

So the problem of the small indepen- 
dent feed dealer is solved if he becomes 
a merchandiser and this is largely de- 
termined by his belief in his manufac- 
turer, his products and his advertising 
and selling plans. 

The best thing that can happen to a 
small feed dealer is to make a connec- 
tion with a reliable feed manufacturer, 
who turns out a quality line of feeds and 
who will cooperate with him in sales ef- 
forts. Such sales cooperation will 
speedily increase the number of users of 
commercial mixed feed. It will help 
to overcome the congestion of too many 
feed stores and too many mills. 


A. B. THOMPSON Grain & Fuel 
Co., Saybrook, Ill., has been incorpor- 
ated by A. B. Thompson, Charles A. 
and Mildred Thompson, to deal in grain, 
fuel and feeds. 


SAM KRAUS, Columbia, City, Ind., 
formerly associated with Kraus & Ap- 
felbaum, feed dealers at Fort Wayne, 
Ind., has leased a building in this city, 
and has opened a grain, feed and seed 
store. 
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FEED DEALERS 


“25 Years of Service” There is a gold mine of valuable informa- 


tion for you in Feeds and Feeding by 
Henry and Morrison and Commercial 


Selling you just one car of Sestety ened. 
feed at a fair price, giving you . re 
satisf actory quality and ser- With them you have, at your finger-tips, 


the latest available complete and accu- 
rate information on feed, feed ingredients, 
feed manufacturing and feed merchandis- 


vice, is in our opinion a great- 
er service to you than trying 


; to forecast prices on your en- ing. And it’s all easy to find and in 
; tire yearly requirements. concise form. 

You can secure a copy of Feeds and 

AMES ~ BURNS >. Feeding and a one year subscription to 

G. W. HOSIE E. C. KESSLER J. D. DITZLER The Feed Bag for $5.50. The price for 

President Vice Pres. - Treasurer Secretary Commercial Feeds with The Feed Bag is 

% JAMESTOWN, N. Y. $4.00. The price for both books with 


The Feed Bag is $7.50. 
G. C. GARNER, N. A. SMITH 


Homer, N. Y. Watertown, N. Y. 
Central New York Rep. Northern New York Rep. he Bag 


Watch our advertising in The Feed Bag 
for the coming year. 86 E. Michigan Street Milwaukee, Wis. 


They are finding out 
. how farmer Jones built 
his big new dairy barn 


When Farmer Jones shows signs of greater prosperity 
—his neighbors know why. There are thousands of 
Farmer Joneses in each state of the Union who have 
found that CorroNsEED MEAL—as a source of pro- 
tein in the livestock ration means larger profits in 
quicker time. And good news spreads. Farmers are 
demanding CoTTONSEED MEAL. Doesn’t that make 
it easier to sell mixed feeds that use Cottonseed Meal 


Millions of farmers are reading 


about the wonderful semis as a source of protein? And feeds that are easy to sell 
others are having with Cotton- . 

seed Meal. Many of them buy mean greater volume, quicker turnover and more 
their mixed feed from you. See 

that it contains COTTONSEED profit s for you, Mr. Dealer. 


MEAL, 


For information---address Dept. T-FB-B 


Servicer 


feed 
National Cottonseed Gitdised Products Association 
915 Santa Fe Building Xr te te Columbia Nat’l Bank Bldg. 
Dallas, Texas , E.S.N.CPA. Columbia, S. C. 
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With the Feed Trade at Conventions 


The Bright Side of the Peoria and Memphis Meetings 


MR. AND MRS. W. D. WALKER 
and Frank Johnson, Arcady Farms Mill- 
ing Co., Chicago, drove to Peoria in Mr. 
Walker’s new Cord. The car was parked 
outside of the hotel and served as the 
center of attraction for a rival conven- 
tion. 


JOHN W. JOUNO, Donahue-Strat- 
ton Co., Milwaukee, was among the 
missing at Memphis this year, but on 
the job, to the pleasure of his good 
friends, at Peoria. 


ART AND JIM HESSBURG, Hia- 
watha Grain Co. Minneapolis, had 
only one squaw between them, but both 
were very cheerful 
in greeting all their 
friends. Miss 
watha_ decorated 
the lapels of all the 
handsome fellows 
with straw flowers. 
Art and Jim have 
the reputation cf 
being both pleasant 
to meet and pleas- 
ant to trade with. 
They and Miss Hi- 
awatha would be sincerely missed if 
ever prevented from attending the ma- 
jor feed trade conventions. Viva Hia- 
watha! 


Some Indian! 


GUY E. HILLIER, Penick & Ford 
Sales Co., Inc., Cedar Rapids, Ia., is 
one of the faithful regulars at feed trade 
conventions. One would almost think 
that he likes to get away from his own 
town, a supposition, however, which we 
know has no basis in fact. 


J. L. KLECKNER, Kleckner Eleva- 
tor Co., Neillsville, Wis., represented 
the Central Retail Feed association at 
the convention. 


MR. AND MRS. C. S. KENNEY, 
Pratt Food Co., Hammond, Ind., were 
attendants at the Peoria convention, 
sharing the blanket they won at French 
Lick last June. 


RUDY OPSAL, Haertel Co., Min- 
. neapolis, and E. K. Warner, Archer- 
Daniels-Midland Co., Minneapolis, both 
won attendance prizes at the same meet- 
ing of the Grain Dealers National as- 
sociation at Peoria, October 14-16. 


Everybody suspected that some Minne- 
apolis girl was picking the lucky num- 


bers but Rudy and Earl had been in 
town for a day and they’re both fast 
workers. Rudy was awarded a gold 
watch chain, so he immediately soid his 
old chain to Jim Anderson, Gvain 
World, Chicago. 


JOHN RICHER, of the Norwich, N. 
Y., branch of the I. L. Richer Co., New 
Berlin N. Y., was a popular delegate to 
the Peoria convention. The I. L. Rich- 
er Co. operates a chain of retail feed 
stores and many persons were _ inter- 
ested in talking chain store experiences 
and possibilities with Mr. Richer. 


CARL BRYANT, Grain & Feed 
Dealers National association, Toledo, 
was certainly “exposed” during the Sa- 
lina Board of Trade skit at the Peoria 
convention. If anybody tells his wife, 
there is sure to be divorce proceedings 
started in the near future. 


TOM SEXTON, Kansas City broker, 
promoted two world’s series baseball 
pools during the Memphis convention. 
J. P. Parks and Abe Gallagher, New- 
some Feed Co., both of Kansas City, 
won one pool and David K. Steen- 
bergh, managing editor of The Feed 
Bag won the other. 


CHESTER W. CHAPIN, Chapin & 
Co., Hammond, Ind., paid for a good 
share of the entertainment at Peoria. 
We hope that he will change his luck 
before another convention. 


BENNETT CHAPPLE represented 
the so-called “fire prevention division” 
of the Armco Rolling Mill Co., Middle- 
town, Ohio. 


WILLIAM P. GRUENDLER, St. 
Louis, Mo., was personally jn charge 
of the Gruendler Crusher & Pulverizer 
Co. exhibit at Peoria. 


HARRY SHERE, Van Dusen-Har- 
rington Co., Minneapolis; said it felt 
strange to be so far away from home 
and then to prove that it did not worry 
him any, journeyed farther south to 
St. Louis, enroute to the Twin Cities. 


TIOGA-EMPIRE Feed Mills, Inc., 
Waverly, N. Y., executives, moved west- 
ward in shifts during October. C. F. 
Howard attended the Memphis conven- 
tion, and M. O. Wilson was among 
those present at Peoria. 
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REEF BRAND hospitality is well- 
known to ail who attend feed trade con- 
ventions throughout the country. Its 
excellence. may be 
due to the fact that 
the Gulf Crushing 
Co. is located in 
the South at New 
Orleans 


! 


but con- 
vention people 
doubt if even the 


famed southern 
hospitality does not 
run second to Reef 


Brand. W. Horace 
Bob Crawford Williams, president 
of the company, and Mrs. Williams 


were hosts at Reef Brand headquarters 
for the Grain Dealers National asso- 
ciation convention at Peoria. R. A. 
Thomas, secretary and treasurer, was 
host at Reef Brand headquarters dur- 
ing the Southern Mixed Feed Manu- 
facturers association convention in 
Memphis. Bob Crawford, popular sales 
manager, who makes his headquarters 
in Chicago, was on the job at both 
meetings. Other representatives of the 
company who were at Peoria included 
Bayeax B. Morgan, Plantsville, Conn.; 
Robert Joos, Chicago, and H. L. Par- 
sons, Des Moines, Ia. A convention 
photograph of Mr. ‘Crawford is pub-. 
lished herewith. 


JAMES A. GOULD, Sheffield Eleva- 
tor Co., Minneapolis, was on hand but, 
for the first convention in our history, 
failed to give us a pencil. Guess we'll 
have to make the old stub do. 


L. FREEMAN LITTLE, president, 
and L. P. Little, Anglo American Mill 
Co., Owensboro, Ky., greeted visitors at 
their molasses process demonstration 
outside the Jefferson hotel, Peoria. 


FRED M. McINTYRE, Potsdam 
Feed & Coal Co., Potsdam, N. Y., rep- 
resented the Eastern Federation of Feed 
Merchants, of which he is president. 


GENERAL D. G. LOWELL, of 
General Mills, Inc., received the’ con- 
gratulations of many of his friends in 
the feed industry who had not seen 
him since he was placed in charge of 


the feed department . following the 
Washburn Crosby Co. merger. 
MORRIS MANEY, the friendly 


farm bureau man from Columbus, Ohio, 
was one of the gang at Peoria. 
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Sey There’s Science Back of 
Methods and Claims 


"THE methods used in producing Cod Liver Oil of high standardized 
potency were developed in the laboratories of Columbia University. 
Every claim made for our su ——— Cod Liver Oils is subject to review 
by officials affiliated with Columbia University. 


The University through its subsidiary, University Patents, Inc., has 
anted us exclusive license to the use of the patented process in the United 
tates, Canada and Newfoundland. For this reason, we are able to extract the 
anti-rachitic factor (Vitamin D) from cod liver oil intended for industrial uses. 


This extract is first tested for potency. It is then added in the correct 
proportion to natural steam-rendered cod liver oil which has already been 
tested for both Vitamins A and D. Before release, the reinforced oil is 
proved by feeding it to chicks kept in a windowless room. These chicks are 
raised to the age of eight weeks, when they must show satisfactory growth 
and be free from any trace of rickets. 


Nopco Cod Liver Oil is available to feed manufacturers in three degrees of potency: 


NOPCO FORTIFIED to be used at the rate of 10 pints per ton of feed. 
NOPCO-X to be used at the rate of 5 pints per ton of feed. 
NOPCO-XX to be used at the rate of 21% pints per ton of feed. 


These super-potent products make possible tremendous savings when purchasing cod liver oil. 


Write for prices and particulars . 


Executive Office and Factory: 38 Essex St., — N. J. 
Get More Feed Business 
With This Trade Drawing 
Profit Making Monarch 


St. Johns, New Foundland 
Mixer! 


You can Mix and Sell more feed, make more money 
and save the farmers considerable on their feed bills 
by installing a Monarch Vertical Mixer with Molasses 
Attachment. 


When they bring their grain to grind, you can 
furnish concentrates and molasses and mix them a 
complete ration that makes money for them. You sell 
grinding and mixing service as well as the concen- 
trates and thus make three profits instead of one. 
Monarch Mixers are solving the problem of increas- 
ing revenue, and meeting competition for hundreds 
of community mills. Would you like to have details? 
Ask for Catalog F. No obligation. 


PRESSURE 


pore Sprout, Waldron & Co. 


PATENTED 


TANK BOX 318 MUNCY, PA. 
America’s Foremost Feed Mill Builders 
Chicago Office 950 Clinton St. 
Kansas City Office 612 New England Bldg. J 
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Eastern Personals 


DAVID LITTLE, for many years 
one of the operators of the Gows & 
Murtons Milling Co., Guelph, Ont., died 
in a hospital there after an illness of 
several months. He was 71 years of 
age. 


PRODUCERS WAREHOUSE & 
Elevator Co. has started a $25,000 addi- 
tion to its Buffalo feed mill. The addi- 
tion will be used as a receiving room. 
Work is already under way. 


AN INITIAL DIVIDEND of 4% 
per cent has been declared on claims of 
creditors of the bankrupt F. E. Putnam 
company, of Bethany, N. Y., feed deal- 
ers. The amount of disbursements 
amounts to $1,900. 


LEVY BROS., operators of a feed 
business in Mitchell, Ont., have bought 
out their former competitors, Walter 
and Hosie J. Thomson of that place. 
The Levy company has taken over the 
Thomson store and warehouse, also its 
elevator on the Canadian National 
tracks in Mitchell. 


FIRE on October 9 destroyed the big 
C. F. Hopkins feed warehouse at Town- 
ville, Pa. The building was for many 
years used as a feed mill, being one of 
the pioneers in its field, erected more 
than 70 years ago. More recently the 
building has been used only as a ware- 
house by the C. F. Hopkins’ interests. 


START OPERATIONS DEC. 15 

The new $400,000 feed mill which is 
being erected at the plant of the Maple 
Leaf Milling Co., Port Colborne, Ont., 
near Buffalo, will get into production 
about December 15, it is expected. The 
feed mill will be augmented by a new 
bag plant and other enlargements. 


FEED MILL ROBBERS 

Noonday robbers are reaping a har- 
vest in feed mills in the Buffalo terri- 
tory. They entered the Larrowe mill in 
Cohocton while the emplcyes were at 
lunch and escaped with $200 in cash. A 
few days later the J. H. Strait Milling 
Co. in Canisteo suffered $50 in a simi- 
lar robbery. The plant of the Alfred, 
N. Y., Milling Co. was entered but 
nothing was taken, as the proprietor had 
taken the precaution to transfer the 
cash to a place of safety during the noon 
hour. State police are keeping a close 
lookout for the robbers who probably 
are the same ones responsible for the 
many former burglaries of feed mill of- 
fices in western New York. 


Milling Firm Treats Dairymen 
To Dinner, Feeding Talk 


AMES H. GRAY Milling Co., Inc., 
J recently held a meeting for dairy- 

men at its Little Valley, N. Y., 
plant and gained much good will and 
additional patronage. More than 80 
farmers, each of them the owner of ten 
or more cows, were present. 

The meeting was held in the evening 
and opened with a dinner served by the 
ladies of the Little Valley Grange in 
one of the town halls. E. B. Dunbar, 
manager of the Little Valley plant, wel- 
comed the guests. In a brief talk dur- 
ing the dinner he pointed out that a 
dairy herd was like a row of machines 
which produce milk and that in order 
to produce the utmost the machines 
must be kept working at top efficiency. 
If one machine does not produce effi- 
ciently it should be replaced by a better 
one, he added. 

“For the farmer in the hill country 


Northern Milling Moves 
Office to Plant 


The Northern Milling Co., Wausau, 
Wis., has recently transferred its office 
from the old location on Scott street 
to its main mill and feed manufacturing 
plant on Sherman street, in the south- 
west section of the city. This action 
has been contemplated for some time, 
because of the obvious advantages of 
having the office and mill together. 
“Quick service and personal attention 
to every order” has been the slogan of 
this live institution for years, and it is 
believed that this change will result in 
still greater efficiency in operation. The 
Scott street property has been leased to 
the Cereal Mills for its use in conduct- 
ing its wholesale and retail feed business 
and milling operations. The retail flour 
and feed trade of the Northern Milling 
Co. will be well provided for at its feed 
store on Clarke’s island, in the center 
of the city. 


NORTHERN MILLING CO., Wau- 
sau, Wis., has acquired a new retail 
feed store at Rhinelander, Wis., the one 
formerly operated by E. Elkon. The 
Northern Milling Co. will specialize in 
the handling of the complete line of 
Wisconsin balanced rations, feeds, flour, 
fertilizer and hay. J. E. Johnson, who 
has been located at Wausau, will be 
manager of the new store. 


POOR OUTLOOK 
Convict 15: “I’m going to have a hot 
time when I get out, aren’t you?” 
Convict 13: “I hope not. I’m in for 
life.” 
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such as Cattaraugus county,” he said, 
“about the only source of revenue is 
dairying, and the purpose of this meet- 
ing is to help our customers obtain 
more milk from their herds at a lower 
net cost of production.” 

C. N. Abbey, county farm bureau 
manager, spoke on the importance of 
get-together meetings for the farmers, 
and pointed out the opportunities which 
they afforded to exchange ideas and 
learn new feeding methods. 

Professor Crandall, extension bureau, 
Cornell university, was the principal 
speaker. He particularly stressed the 
importance of proper feeding and ad- 
vised the farmers to keep records. 


CEDRIC PARKER, son of F. E. 
Parker, Fennimore Farmers Warehouse 
Co., Fennimore, Wis., and Miss Selma 
Sable, Syracuse, N. Y., both of whom 
are students at the University of Wis- 
consin, were married at Rockford, IIl., 
October 21. Mrs. Parker is a freshman 
and Mr. Parker is a junior in the course 
of journalism. 


SOPHUS NIELSEN, Colfax, Wis., 
formerly in charge of the E. J. Crane 
branch warehouse in that city, has ac- 
cepted a position as salesman for Maney 
Bros. Mill & Elevator Co., Minneapolis. 


WALTER RICE, Froedtert Grain & 
Malting Co., Milwaukee, has a 100 per 
cent record attendance at Wisconsin 
football games this fall, but very little 
confidence in their ability to win a 
game. He hopes to see Wisconsin take 
the powerful Minnesota’team into camp, 
however, on November 23. 


L. ROSENHEIMER, Kewaskum, 
Wis., and Gus Nietmann, Sullivan, Wis., 
were recent visitors in Milwaukee. 


WALTER UEBELE, Burlington 
Feed Co., Burlington, Wis., stopped in 
Milwaukee on his return from a trip 
through the northern part of the state. 


F. E. PARKER, Fennimore Farmers 
Warehouse Co., Fennimore, Wis., who 
was critically ill in the Wisconsin State 
hospital, Madison, Wis., has fully recov- 
ered from his illness and was able to 
leave the hospital October 25. 


F. B. MOSHER, New Richmond Rol- 
ler Mills, New Richmond, Wis., has re- 
turned home from an extended business 
trip in the East. 
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WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 


Millfeeds 
Oil Meal 


Corn and Oats 


“FRANKLIN” 


: Queen in 

GROUND FLAX — WHEAT FEED straight or 

rokee Pure 

[aes] Bran and 
Cherokee 


Middlings. 
Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


Tue Haertet Co, Inc. 


MANUFACTURERS AND DISTRIBUTORS 
604 CORN EXCHANGE BLDG. 
MINNEAPOLIS, MINN. 


“CASCADE” 4-in-1 FEED MIXER 


Loader, Mixer, 


Ideal for 
Custom mixing, 
open formula feeds, etc. 


AND SO FAST! 


To dump a bag, 8 to 10 seconds; 
To mix a batch, 3 to 6 minutes; 
To fill a bag, 18 to 22 seconds 


Easily and quickly installed, 
No need for a millwright. 


Write for Catalog No. 123 


HOWES CO., 


in SILVER CREEK, No. 2—2000 Ibs. batch, 
Belt Driven N. Y. 5 H. P. 


Motor Driven 
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Iowa Dealer’s Wite 
Ideal Partner; 
Culls Farm Flocks 


Manages Store 


HEN a farmer orders a ton of 

\ \ feed he ordinarily expects de- 
livery of it to his farm. Thus 

it is around Logan, Iowa, where Mr. 
and Mrs. Gene Cutler hold forth as 
feed dealers while handling some of the 
associated lines, like grain, eggs, cream 
and poultry. And the problem of coun- 
try delivery is solved with a motor truck 
used for hauling to wholesale markets 
the produce bought from the same farm- 
ers who are customers for commercial 


feeds. 


Produce Handling Pays Costs 

The truck paid for itself with the pro- 
duce hauls, for the wholesale buyers 
were willing to pay for hauling rather 
than to send out their own trucks to 
bring the produce in. This truck, then, 
is not considered an expensive device 
for hauling feeds into the country from 
the Logan feed store. And while it is 
out, the driver has contact with farmers 
that is influential in procuring more 
feed orders. No charge is made for 
feed delivery service. 

While Mr. Cutler works in an eleva- 
tor on the tracks, Mrs. Cutler takes 
charge of the feed store, where she 
does the various tasks that are usually 
allotted only to men. She tests the 
cream samples, buys corn or _ other 
grains and incidentally is always putting 
in a good word for their line of feeds 
for poultry and livestock. “No, I don’t 
solicit feed orders over the phone, farm 
after farm,’ she explained, “for I 
haven’t the time for that. But as sure- 
ly as I get a hint of a new prospect, 
then the phone works and quite often it 
brings the desired results.” 


Were Well-Known Farmers 

Perhaps the Cutlers are a little bet- 
ter able to meet the farmers on their 
own ground than most feed dealers, for 
‘until four years ago they were farmers 
and Mrs. Cutler was a member of the 
state committee of the Iowa Farm Bu- 
reau. In that capacity she did public 
speaking to farm groups in various parts 
of the state. Mr. Cutler was known 
as a breeder of Shorthorn cattle. Dur- 
ing the deflation period following the 
war, they suffered financially and final- 
ly decided to let go and start all over 
again. Mrs. Cutler, because she had 
been much interested in poultry, began 


to buy poultry, eggs and cream. Mr. 
Cutler established a separate business 
handling grain. They soon saw the 
commercial feed opportunity, and joined 
the two businesses as one, added feeds 
and rapidly the combination has grown. 

“The more service you can give to 
the farmer, the more of the opportunity 
there is to sell feeds,” Mrs. Cutler said. 
“And in the late summer I frequently 
go out to the farms to cull flocks for 
better egg production. That is a con- 
tact which opens the way to more poul- 
try feed sales.” 

Few Poultry Feed Deliveries 

So far as poultry feeds are concerned, 
farmers do not expect delivery of them. 
Customers usually buy poultry feeds in 
small enough quantity to carry them 
away in the family car. But to encour- 
age more visits of these customers to 
the feed store, the Cutlers make a little 
discount per hundred on lots of five bags 
or more and offer to store the bags that 
cannot then be hauled away at once so 
that the purchasers can take some of 
it away at each visit to town. 

There are cases of customers calling 
in over the phone, requesting delivery 
of a small order of poultry feed. It is 
easy to explain that it could not possibly 
pay to deliver with the motor truck an 
amount so small, and then to suggest 
feeds for cattle and hogs, so that the 
load will be a sizable one. Tankage 
and linseed meal are two of the favorite 
suggestions in these cases, and they are 
eften accepted in order that a trip to 
town with the family car can be avoided. 

Favors Charge for Feed Deliveries 

Mr. and Mrs. Cutler believe that it 
would be more business-like to name 
a storage price for all feeds and then 
charge an additional fee for delivery, ac- 
cording to mileage and size of order. 
But that can’t be done where compe- 
tition insists upon making deliveries 
free, they say, as it does in the terri- 
tory where they operate. As it is, how- 
ever, business increases, a net profit is 
obtained, the aggregate is not so bad 
since the volume is large and the lines 
are various. So the free deliveries will 
continue until such time as all dealers 
in the territory see fit to mend their 
ways. And since the Cutler truck gets 
payment for its services from the whole- 
sale hauling of produce, the overhead is 
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Mrs. Gene Cutler at office door of Cutler 
feed store. 


considerably lessened on that score. 

The Cutlers believe in sticking to one 
line of manufactured feeds. Theirs, a 
Nebraska product, is hauled out of 
Council Bluffs 30 miles away as it is 
needed and provide return loads for the 
truck that transports the produce to 
Omaha on the other side of the river. 

Yes, Advertising Pays 

“All well advertised feeds are good,” 
said Mrs. Cutler, “but we like to think 
that ours is just a little better than the 
rest. Anyway, it gets results on the 
farm. And once you get folks to liking 
your kind of feed, they will buy larger 
quantities of it at a time, and will con- 
tinue using it as long as the feed dealer 
gives good service.” 

Chick feed in spring and summer and 
laying mash for fall and winter make 
up a large part of the Cutler feed store 
volume. And the big storeroom back 
of the office and produce station is al- 
ways fully stocked with all poultry 
needs as well as feeds for other farm 
livestock. 

Mr. and Mrs. Cutler, after their four 
years in business, employ two men for 
truck driving and, on busy times like 
Saturdays, some extra help is required 
in handling produce station patrons who 
are also good customers for feeds. The 
Cutler business has grown up in the 
face of an old established farmers’ co- 
operative that is keen competition. 


CHAS. DOZLER, Templeton, Ia., 
has purchased the Gray Elevator, Gray, 
Ia., from Davis Bros. & Potter. 


JAMES RILEY, De Soto, Ia., has 
purchased the Hemphill Grain Co. ele- 
vator, and has taken charge. 


JOHNSON & TUTTLE, Orient, Ia., 
has purchased the Farmers Elevator, 
Kennedy, Ia., and placed George Burger 
in charge. 


CHRISTIAN MOE, Hills, Minn., 
has leased the Otto Nelson elevator, 
which has been idle for three years and 
has opened it for business. He was 
formerly manager of the Farmers Ele- 
vator for 19 years. 
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for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


| 15.0 Protein 

| 3.9 Fibre 

| For Mashes and Poultry 

| Fattening Feeds—for 

| Pigs, Calves and all young 
and growing animals. 

| Fully equal to Ground 

Oat Groats and Rolled 


Oats for animal feeding at 
a big saving in price. 


CORNO 
Hygrade Oatfeed | 
11.0 Protein 
19.0 Fibre 
Almost as much Protein | 
as Whole Oats, ground or | 
unground, or Ordinary 
Bran.—A splendid feed for 
Dairy Cows. 


| 
CORNO BRAND 


Rolled Oats 

| Steelcut Oatmeal 

i Whole Oat Groats 
Ground Oat Groats 

| White Hominy Feed 

(7% Fat) 
Unground Oat Hulls 
Reground Oat Hulls 
Fine Ground Oat Hulls 


| 
All products packed in new Jute Sacks— , 
Write us today. | 

| 


7 THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
| CEDAR RAPIDS, IA. 
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Dealer Sold from Wagon, 
Now Buys Trainloads 


(Continued from Page Sixteen) 
panded and added another store. Suc- 
ceeding growth was rapid and steady, 
reaching an annual sales volume of 
$4,000,000. The firm was incorporated 
in 1903, two years before Mr. Willson’s 
death. 

During the entire trend of years the 
Willson & Eaton Co. never deviated 
from its first-established business poli- 
cies of maintaining an accurate cost ac- 
counting system, calling on farm pa- 
trons, and handling quality merchandise. 
That these principles are sound and 


worth imitating needs no further proof 
than the phenomenal progress of the 
firm from its humble beginning with 
wagon loads of feed to its present vol- 
ume of trainloads. 


BORTOSCH & LANGER, Water- 
loo, Wis., has opened a flour and feed 
store. 

H. C. TIMM CO., Hayton, Wis., has 
opened a flour and feed business in con- 
nection with its elevator. 


OBERDIECK GROCERY CO,, 
Horicon, Wis., has added a complete 
line of feeds and flour to its store. 


HANKSGIVING 
is not the only day of the 


year turkey is eaten. It is now a 
preferred meat the year round 
and its production is becoming 
a big industry. International 
Turkey Rations have won a 
great reputation for making 
turkey raising profitable. 


li will pay you to be the first 
one in your community to 
offer International Turkey Feeds 
that everyone is talking about. 


NTERNATIONAL 
FEEDS 
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Manufactured by 


INTERNATIONAL 


SUGAR FEED COMPANY 
MINNEAPOLIS 


MEMPHIS 


BALANCED FEEDS FOR 
ALL FARM LIVESTOCK 
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Feed Business Problems Discussed 
At Quisenberry Convention 


Manufacturer Is Host to Eastern Merchants at Harrisburg, Pa. 
Credit, Cash Basis Talks Stimulate Discussions Among Dealers 


HE most widely attended and in- 

i teresting annual meeting of the 

Quisenberry Feed Manufactur- 
ing Co. dealers for the eastern territory 
was held in the Penn-Harris hotel, Har- 
risburg, Pa., October 2 and 3. Dealers 
from Long Island, New Jersey, Dela- 
ware, New York, Maryland and many 
other points were registered. 

Officers of the company present were: 
G. Schmierer, president and general 
manager; J. E. Musgrave, vice-president 
and manager, Buffalo plant; and C. F. 
Lane, assistant manager, Buffalo plant. 

The meeting opened Wednesday 
morning with J. E. Musgrave, Buffalo, 
presiding. Snappy all-day programs, 
confined strictly to business matters iea- 
tured the two-day set-up. Every phase 
of the feed business was discussed. The 
different problems confronting the feed 
dealer today were brought up by deal- 
ers seeking information as to the best 
possible solution. All questions were 
thoroughly covered by competent speak- 
ers. 

Some of the speakers were: G. Schmie- 
rer, Kansas City, Mo.; C. F. Lane, Buf- 
falo; Sherman T. Edwards, S. T. Ed- 
wards & Co., Chicago; Albert J. Davis, 
Machias, N. Y.; Judge J. E. Weaver, 
Davidsville, Pa.; G. A. Cadwell, North- 
port, N. Y.; L. G. Eilenberger, Middle- 
town, N. Y.; H. M. Prindle, Lansdale, 
Pa.; Dr. J. W. Fuller, Springville, N. 
Y., and others. 

John Bates, vice-president of the 
Marine Trust Co., Buffalo, was the prin- 
cipal speaker at the banquet held Wed- 
nesday evening. His subject was, “The 
Feed Dealers’ Business From a Banker’s 
Viewpoint”. He dwelt upon some of 
the important factors to be considered 
when applying for a loan. The import- 
ance of keeping adequate records of 
business and all transactions was 
stressed by Mr. Bates. 

David K. Steenbergh, managing edi- 
tor of The Feed Bag, Milwaukee, was 
on hand and gave a mighty interesting 
and valuable talk. “Cash vs. Credits” 
was his subject. It was timely, and 
everyone was vitally interested as was 
evidenced by the many questions asked, 
after Mr. Steenbergh finished his talk, 
keeping him going for about two hours. 

Practically every dealer in attendance 
agreed that, because he took the time 
off he thought he couldn’t spare, he was 
now better informed regarding merchan- 


“at 


The Quisenberry group. J. E. Musgrave, G. Schmierer and C. F. Lane 
are at center of second row. The happy faces are a credit to the host. 


dising of feeds, having acquired many 
new ideas which he could use in con- 
ducting the affairs of his own business 
more profitably and especially to render 
better and more satisfactory service to 
his customers and to increasing his sales 
volume and net profits. 

A party at the State theater, Thurs- 
day evening, was last on the program. 


The greater interest manifested this 
year was attributed by Mr. Musgrave 
to the fact that feed merchants are com- 
ing to realize more and more the value 
of cooperation with the teed manufac- 
turer and the need of closer relationship 
which results in better understanding, 
bigger profits and a brighter future for 
all. 


Feed Industry Voted Privileges 
Of Grain Association 


(Continued from Page Nine) 


of the session was given over to reports 
of the various standing and arbitration 
committees and an address “Heavier 
Loading of Cars’, by M. J.-Gormley, 
chairman of the car service division, 
American Railway association, Wash- 
ington, D. C. The discussion which 
followed Mr. Gormley’s address indi- 
cated that the grain and feed trade is 
doing everything within its power to 
encourage heavier loadings but is op- 
posed to taking any official action, due 
to the fact that it is believed the present 
maximums are absolutely necessary for 
business under certain conditions and in 
certain sections of the country. 

The final session of the convention 
Wednesday morning, October 16, was 
occupied by three addresses, final re- 
ports of committees and election and 
installation of officers. Seibel C. Har- 
ris, Chicago, Ill., discussed farm relief 
legislation. H. J. Besley, United States 
Department of Agriculture, Washing- 
ton, D. C., talked on “Problems Con- 
nected with the Grading of Grain’, and 
“Trading in Cottonseed and Cottonseed 
Meal Futures’, was the subject of 
Charles P. Reid, Marianna Sales Co., 
Memphis. Myr. Reid’s address is pub- 
lished on another page in this issue of 
The Feed Bag. 
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Special entertainment for the ladies 
included a scenic drive around Peoria, 
with luncheon and a bridge party at the 
Peoria Country club on Monday and a 
theater party Tuesday afternoon. Both 
men and ladies were entertained at the 
President’s ball Monday evening and 
the annual banquet Tuesday evening. 

Trips through the plant of the Corn 
Products Refining Co., Crescent, IIl., 
and the American Milling Co., Peoria, 
competed with a golf tournament at the 
Peoria Country club on the men’s en- 
tertainment program Monday afternoon. 
Tuesday afternoon the men were fur- 
ther entertained at a luncheon and stag 
at the Palace Gardens, where refresh- 
ments were served, and a one-act skit 
presented by the Salina Board of Trade. 


WISCONSIN MILLING CO., Me- 
nomonie, Wis., has installed a new Ja- 
cobson feed grinder. The A. E. Jacob- 
son Machine Works, Inc., Minneapolis, 
also reports other recent installations as 
follows: Akron Flour & Feed Mills, Ak- 
ron, Ia.; Sanford Milling Co., Sanford, 
N.. €.; Huntting Elevator Co., Lake 
City, Minn.; Albert Lea Milling Co., 
Albert Lea, Minn.; Smith Mill & Ele- 
vator Co., Minneapolis, Minn.; Van Ho- 
ven Co., New Brighton, Minn., and Far- 
mers Elevator Co., Plymouth, Ia. 


Page Thirty-seven 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 


Union Stock Yards, Chicago 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


Oca scare 
FOR POULTRY 


GUARANTEED 
50.0% 


“The 


MIXES 
RAPIDLY 


and 
UNIFORMLY 


Send for 
Bulletin 18-F 


The 


Haines Feed Mixer 


(Patented) 


MIXER 


that really 


MIXES” 


THOROUGHLY 


THE GRAIN MACHINERY 


MARION-OHIO 


JOHN HULL, Markesan, Wis., has 
purchased the Berkholz mill in that 
city and will operate it in conjunction 
with his own elevator. 


JANESVILLE DEALERS MEET 

Retail Feed Dealers Association of 
Janesville and Vicinity held a meeting 
Tuesday evening, October 1, at the 
Chevrolet club, Janesville, Wis., with 
about 75 in attendance. Following din- 
ner, a business meeting was held to 
discuss local problems, with Ray Farley, 
president of the association, leading the 
discussions. Wives of the dealers were 
invited and spent the evening playing 
cards. 


(PEARL 


POWDERED 


| 
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Make 


more money 


with PEARL 
PRODUCTS 


ERE’S a trio of profit-makers. Pearl Grit 

No. 1 for baby chicks. Pearl Grit No. 

2 for half-grown and adult birds. Pearl 

Powdered Limestone to be added to starting, 
growing and laying mashes. 


Pearl Products provide lime in natura 
form—the material required for building 
strong skeletons and for putting shells on 
eggs. No odor or flavor to excite overeating. 
No harmful foreign elements. No waste. 
Thousands of poultry and stock raisers have 
discovered the unparalleled value of Pearl 
Products. 


More Convenient, More 
Profitable to Handle 


We've solved your problem of selling calcium 
material in small lots. For, besides putting 
up Pearl Products in 100-lb. bags, we also 
package them in 10-lb. cartons. No weighing 
and sacking. No loss from shrinkage and 
crushing. Quick, easy sales. Wider margin of 
profit. And the cartons enable you to make 
attractive displays that bring new business. 


Supply the demand for Pearl Products 
created by our extensive advertising. Get a 
stock at once. Make displays in your win- 
dows; on your counters and shelves. Place 
an order with your jobber. Or write us. Don’t 
let this profitable business get away from 
you. Act today. 


PEARL GRIT CORPORATION 
103 Bridge Street Piqua, Ohio 


PRR RR 
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D. H. Proctor Appointed 
By Milk Institute 


Appointment 
D. H. Proctor, Chi- 
cago, to succeed C. 
S. Darling, who 
has been in charge © 
of information ser- 
vice for the Ameri- 
can Dry Milk In- 
stitute, has been 
announced by Prof. 
Roud McCann, di- 
rector. 

Mr. Darling re- 
signed his position on September 15, to 
become associated with the 4-One Box 
Co., Rockaway, N. J. Splendid growth 
was made by the institute in the two 
and one-half years that he looked after 
its advertising, sales and publicity. 


Mr. Proctor has an intimate knowl- 
edge of American food industries 
through seven years’ association with 
the McGraw-Hill Publishing Co., larg- 
est publishers of business papers in the 
world, in behalf of whom he specialized 
in advertising and merchandising of food 
products and in food factory equipment. 
Previous to that he was connected with 
the Illinois Bell Telephone Co., as head 
of its educational department. He will 
be glad to welcome those in the indus- 
try and trade who have occasion to 
avail themselves of the institute’s many 
services. 


D. H. Proctor 


Memphis Exchange Is Serving 


As Price Barometer 
By Prof. James E. Boyle 


Reprinted from Commerce & Finance 


ce cotton farmers have been de- 
manding, and justly demanding, 
some sort of price barometer 
for their cottonseed products. Cotton 
is as staple a commodity as gold itself, 
once the grade, staple and character of 
the cotton are known. But there has 
been a twilight zone of uncertainty 
about the value of cottonseed, particu- 
larly the seed running much above 19 
per cent in oil. This need of a price 
barometer has been met by organizing 
exchanges for dealings in spot and fu- 
tures. These exchanges bring together 
buyers and sellers in sufficient numbers 
to establish a price quotation. A quo- 
tation once established is given imme- 
diate and wide publicity by the press 
of the country. In this way, the guess 
is all taken out of current market values 
for cottonseed products. Hedging facil- 
ities are, of course, the second great 
service performed by these exchanges. 

When we come to Memphis, we be- 
hold one of the newest exchanges with 
an active futures market. Here is the 
only market in the United States at the 
present moment for future trading in 
cottonseed and in cottonseed meal. Since 


Northwestern Purina Dealers 
Gather at St. Paul 


facts about various feeds, their 

sales points, how to sell them and 
how to keep key feeders scld—were fea- 
tured at the annual northwestern dealer 
convention of the Purina Mills, St. 
Louis, held at the Lowry hotel, St. 
Paul, Minn., October 3 and 4. 

A special merchandising session was 
conducted by the newly-organized Pu- 
rina merchandising department, with J. 
S. Jones, merchandising manager, in 
charge. “The Securing and Using of 
Local Feeds,” “Getting Everyone in the 
Store Selling,” and “Conducting Store 
Meetings,” were a few of the topics 
considered at the merchandising session. 

Every session of the convention was 
under the direction of one of the firm’s 
leaders and specialists in the subject. 
Purina executives present, in addition 
to Mr. Jones, included E. G. Cherbon- 
nier, secretary of the Purina Mills; R. 
J. Howat, manager of the dairy chow 
department; G. C. Porter, manager of 
the horse feed department; C. S. John- 
son, manager of the poultry chow de- 


G ects abo selling stuffs—pertinent 


partment; E. H. Hamel, manager of 
the fattening chow department and F. 
S. Gilchrist, northwestern states sales 
manager. 

All dealers attending the convention 
were given plenty of opportunity to ex- 
change ideas with their friends and con- 
sult the Purina executives on important 
individuai problems. The single enter- 
tainment feature of the convention was 
a banquet and program in the evening 
of October 3. * 


ROANOKE, VA., MILLS 

Roanoke City Mills, Roanoke, Va., 
constructed a modern feed plant in 
1928, and are now manufacturing 8 to 
10 cars daily of dairy, poultry, hog and 
horse feeds. The feed mill is operated 
in connection with a flour mill, which 
has a capacity of 1,200 barrels of flour 
daily, 3,000 bushels of meal and 125,000 
pounds of mill feeds. Mixed car lots 
are shipped from the plant and the firm 
reports that it is enjoying a good dis- 
tribution throughout the Southeastern 
states. 
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Memphis is a great spot cotton market, 
is the home of a vast cottonseed and 
cottonseed crushing business, is a trans- 
portation center of the first magnitude, 
this city is the logical place for a fu- 
tures market in both cottonseed and 
cottonseed meal. 

The Memphis Merchants Exchange, 
established in 1881, conducts future 
trading in cottonseed and cottonseed 
meal. It was only in January, 1929, 
that this trading began, and it is now 
quite a lusty infant indeed. I was very 
favorably impressed with the vigor and 
vitality of this new institution when I 
visited it sometime in August. 

The Memphis contract calls for deliv- 
ery in Memphis. The unit of trading is 
100 tons. There is a very notable pro- 
vision in the cottonseed contract which 
calls for a premium of one per cent in 
value for each five pounds of oil about 
the 19 per cent basic grade. It also 
provides for a corresponding discount 
for seed below 19 per cent in oil. 

In other words, there is now estab- 
lished for the first time a public baro- 
meter of values for cottonseed and cot- 
tonseed meal. 

In the end, such a barometer will be 
a benefit to all parties concerned—grow- 
ers, dealers, crushers, and other inter- 
ests. It is a firm conviction of mine 
that this frank, open and above-board 
method of dealing with commercial val- 
ues is a very real service to the trade 
itself and is a great advance over the 
old notions of keeping as much in the 
dark as possible. It is the modern way 
to do business. And being the modern 
way, it is destined to survive and grow 
in importance. The Memphis market 
is wide enough to perform well its two 
major functions—the price barometer 
service and the hedging service. I com- 
mend the rules of this new exchange to 
those who think of organizing a new 
commodity exchange, or who contem- 
plate revising their old rules. 


OSBORNE-McMILLAN ELEVA- 
tor Co., Minneapolis, has purchased the 
elevator of the Spalding Elevator Co., 
Warren, Minn., and has opened it for 
business. The elevator has a capacity 
of 100,000 bushels. 


J. H. ANDERSON, Franklin, Minn., 
has purchased a new 10-ton Howe scale, 
remodeled the interior of the office and 
enlarged the driveway leading to the el- 
evator. 
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DOING A REAL JOB 


FOR THE FEED DEALE 


| MASTER 


OU know where your business comes from 

today. It’s from farmers and stockmen 

who practice modern feeding methods. 
They buy more feed — make more money — and 
pay more promptly. 


Linseed Meal educational work is doing a lot to 
increase the number of “feeding-wise” farmers. 
Linseed Meal advertising, emphasizing the im- 
portance of proper feeding, totals over 614 mil- 
lion circulation every month. Thousands of 
copies of the Linseed Meal feeding book and 
chart of balanced rations have been sent to farm- 
ers and dealers. A trained feeding man at Lin- 
seed Meal headquarters is continually answer- 
ing farmers’ letters and advising them on feed- 
ing problems. 


All this educational work is planned to help you 
sell the type of feed that goes best in your dis- 
trict. It simply tells the farmers to feed a bal- 
anced ration containing Linseed Meal — and 
shows formulas for home-mixed, batch-mixed, 
and ready-mixed feeds side by side. 


Farmers look for Linseed Meal — the old reli- 
able protein supplement—on the label of mixed 
feeds. It will pay you to be sure it is there. If 
you have not received your Linseed Meal Chart 
of Balanced Rations, send for it at once. It’s free. 


LINSEED MEAL EDUCATIONAL COMMITTEE 
DEPT. 911, FINE ARTS BUILDING MILWAUKEE, WIS. 


The Universal 
Protein Feed 
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"voor (COtton-Seed-Meal) tins 
on 
Memphis Merchants 
Exchange 


We offer our Services as Clearing 
Member. Full information fur- 
nished on request. 


Secure our prices for Spot and 
Future shipments. 


MARIANNA SALES CO. 
MEMPHIS, TENN. 
White-Mule Brand Registered all States 


Quality and Service 


HOME OF 


BADGER BRAND 
SEEDS 
1865—1929 


L. TEWELES SEED CO. 


MILWAUKEE, WIS. 
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Flory Milling Ca. Bangor, Pa. 


Holds Sales Convention 


recently held by the Flory Mill- 
ing Co. at the firm’s main of- 
fices, Bangor, Pa. 

On the opening day, the salesmen 
and officials were luncheon guests of 
the Kiwanis club at the Colonial hotel. 
A business session at the spacious home 
of Milton Flory, president of the com- 
pany, occupied the forenoon. 

In the evening the salesmen, heads 
of the various plant departments and 
the officials gathered for the banquet. 

The banquet speakers and guests of 
honor were F. C. Greutker and A. G. 
Hubbell, both of Buffalo. Addresses 
-were delivered by Mr. Flory, George 
Godshalk, vice-president and general 
manager and Dr. J. H. Wylie, Hun- 
tington, L. I. R. D. Ward, sales man- 
ager, presided as toastmaster. 

Discussions during the general ses- 
sions covered every phase of selling, 
service and manufacturing as well as 
feeding methods. Reports of the sales- 
men were gratifying, and as a result 
of the rapidly increasing business in 
Flory’s quality poultry, dairy and horse 
feed, plans have been made for the 
erection of a new feed unit that will 
increase the present capacity of the 
company seven to eight cars more per 
day. In addition to the new structure 
there will be new storage warehouse 
facilities for 300 additional cars of 
sacked feed. 

The Flory Milling Co. is one of the 
oldest concerns in the East. The plant 
is modern in all departments and is fully 
equipped with up-to-date milling and 
mixing machinery which has a capacity 
of 25 carloads of manufactured feeds a 
day. The firm has estabiished a good 
reputation throughout the East with its 
quality flour and feeds. 


Out of town guests who attended the 
convention were: Mr. Greutker and Mr. 
Hubbell, Buffalo; Dr. Wylie and A. W. 
Wylie, Huntington, L. I.; J. P. Schil- 
ling, Durham, Conn.; H. W. Grylls, 


A. TWO-DAY sales convention was 


Pawtucket, R. I.; C. L. Hawley, Fra- 
mingham, Mass.; Art Sommers, College- 
ville, Pa.; S. P. Miller, Washington, 
N. J.; Russell Snyder, Nazareth, Pa.; 
and A. E. Enoch, Bethlehem, Pa. 


C. L. DODGE, formerly associated 
with the Blatchford Calf Meal Co, 
Waukegan, IIl., has accepted a position 
with the Arcady Farms Milling Co., 
Kansas City, Mo. 


E. D. STEENROD, Millard, Wis., 
has opened a feed mill and store. 


KELLEY FEED STORE, Hudson, 
Wis., has installed a new feed mill to 
take care of the increasing business of 
the firm. 


SOUTHERN ELECTIONS 

Shawnee Mills, Murfreesboro, Tenn., 
and Kentucky Feed & Grain Co., Louis- 
ville, Ky., have been elected active mem- 
bers and Thompson-Weinman Co., Car- 
tersville, Ga., an associate member of 
the Southern Mixed Feed Manufactur- 
ers association. 


NEW CALIFORNIA READER 


California Mealfalfa Co., Dixon, Cal., 
recently sent in its check for a year’s 
subscription to The Feed Bag, and re- 
ports being busy throughout the year 
manufacturing feeds and dealing in 
wheat barley, oats, corn and their pro- 
ducts, as well as alfalfa hay and alfalfa 
meal in several grades and mixed with 
molasses. W. J. Weyand, manager of 
the firm, is looking forward to reading 
The Feed Bag with interest, as he 
claims he will never get too old to learn. 


Trade Conference to Be Asked 
By Southern Feed Men 


(Continued from Page Nineteen) 

ber of Commerce for its suggestions 
and finally to the secretary of the fed- 
eral trade commission betore they are 
definitely settled upon as the rules to 
be considered at the trade conference. 

“When the federal trade commission 
has duly considered the rules and your 
request for a conference and approves 
of the same, it will aid you in calling 
the conference. The conference when 
it meets, considers the rules as you 
have drafted them, changes them if 
they are so inclined and finally either 
adopts them or rejects them. If the 
rules are adopted, they are again sub- 
mitted to the federal trade commission 
and go into effect when finally: approved 
by the commission. Trade practice rules 
can only be effective when the people 
of the industry who are behind them, 
have confidence in the wisdom of the 
rules, will absolutely abide by the rules 
of their own accord and have confidence 
that their competitors will do likewise.” 

The trade practice rules submitted as 
suggestions to the Southern Mixed Feed 
Manufacturers association by its com- 
mittee, and which will be used as the 
basis for the rules to be submitted to 
the trade practice conference, providing 
the commission agrees to the request of 
the association, are published on another 


THE FEED BAG—NOVEMBER, 1929 


page of this issue of The Feed Bag. 
President Fretwell, Ex-president Pen- 
nington and Secretary MacNicol were 
appointed as a committee to get the 
opinions of the United States Chamber 
of Commerce and the secretary of the 
federal trade commission while in 
Washington attending the annual meet- 
ing of the Association of Feed Control 
Officials of the United States, October 
31 and November 1. 

The interest of the Southern Mixed 
Feed Manufacturers and the National 
Cottonseed Products association are 
identical in that both wish to develop 
the live stock industry of the South, 
according to A. L. Ward, whose talk 
was the only deviation from trade prac- 
tice subjects in the entire convention 
program. “Our first consideration in 
attempting to develop the live stock in- 
dustry of the South must be shown in 
teaching and proving that live stock can 
make money for southern farmers, that 
beef and milk and cream and butter and 
cheese can be produced economically in 
the South. 

“Growing cotton is an institution in 
the South. Our farmers will grow cot- 
ton year after year in the future just as 
they have in the past whether or not 
they make any money doing so, but 
they will not buy, raise and feed cattle 


Page Forty-one 


fe 


Don’t Let Them Die! 


The small extra cost (less 
than Yc per chick) of feed- 
ing pure dried buttermilk will 
more than repay you in sav- 
ing most of your baby chicks. 


Wide-awake and alert feed 
dealers everywhere recognize 
the quick profits that butter- 
milk sales offer. With the 
baby chick season in full 
swing, every poultry raiser 
needs Genuine Collis Process 
Pure Dried Buttermilk. 


Find out about this big oppor- 
tunity for additional profits. 
Write or wire at once. 


Collis Products Co. 


Dept. B-119 Clinton, lowa 


unless they can do so at a profit. The 
educational work of the National Cot- 
tonseed Products association has, there- 
fore, been directed along lines attempt- 
ing to assure success to live stock far- 
mers. We urge and show farmers how 
to use balanced and properly blended 
rations. We are trying to educate them 
to the necessity of having the right type 
of live stock. 

“You men as ieed manufacturers are 
probably interested in what we are do- 
ing to sell the farmer on the use of 
balanced rations. We found that teach- 
ing feeding of balanced rations is the 
best way we can dispel the prejudice 
against cottonseed meal which has risen 
due to its abuse rather than its use. 
We know that a farmer cannot econom- 
ically produce milk and meat using only 
cottonseed meal and cottonseed hulls. 
We are urging farmers to feed balanced 
rations and feed manufacturers to use 
cottonseed meal as a source of protein 
in their products.” 

Concluding his address, Mr. Ward ex- 
pressed the opinion that more standard- 
ization of formulas and fewer formulas 
are great needs of the commercial mixed 
feed industry. 


LEO SHELANGOSKIE & SON, 
Washington, Ia., has opened a new 
store which will be known as the Home 
Feed Store. 


Grade System Established 
For Dry Skim Milk 


A system of grades and standards in 
dry skim milk was put into effect by 
the American Dry Milk Institute, Chi- 
cago, on November 1. 

The plan, according to the institute, 
will benefit the feed dealer by taking 
the guesswork and doubt out of buying 
dry skim milk. Increasing demand for 
the product is reported in the feed 
trade. 

An impartial testing headquarters has 
been established by the institute at 
Chicago and dealers and manufacturers 
are invited to avail themselves of its 
service. 

Under the new system dry skim milk 
is classified into extra, standard and 
third grades, depending upon its qual- 
ity. 


HAINES INSTALLATIONS 
Six recent Wisconsin installations 
have been reported by the Grain Ma- 
chinery Co., Marion, Ohio, as follows: 
Murphy Products Co. Burlington; 
Chas. Mann Co. Mayville; Clark Mills 
Flouring Co., Inc., Clark Millis; E. D. 
Steenrod, Delavan; Johnson & DeLong, 
Clinton; Dells Milling Co., Augusta. 
The list also included 11 Ohio installa- 
tions, two Iowa, four Illinois, four Penn- 

sylvania and 11 in scattered states. 


Why 


you can buy mixed cars at 


load up on straight cars when é 
nearly the same prices. 


We carry everything in the 
feed line and can ship all 
your needs in the one car. 
Within twenty-four hours 
after receipt of your order, 
your car is loaded and 
shipped. 


Wire or phone us for delivered 
prices. 


McKercher Milling Co. 


WISCONSIN RAPIDS, WISCONSIN 


----for almost half 


a century---- 


BovErY time you sell a sack 
of flour it should do at 
least three things for you. Give 
you a fair profit; satisfy your 
customer; and with the future 
in mind, make it possible to 
sell another sack to the same 
customer. 

It takes a good flour to do those 
things. OCCIDENT is that 
kind of flour. Dealers have 
been selling OCCIDENT that 
way for nearly half a century. 


OCCIDENT FEEDS 
Occident Hard Wheat Bran 
Occident Wheat Mixed Feed 
and 
Alta Hard Wheat Middlings 
FREE FROM SCREENINGS 
HIGH IN PROTEIN 


RUSSELL-MILLER MILLING CO. 
General Offices 
MINNEAPOLIS, MINN. 


FLOUR 
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Trade ApprovesFuturesMarket 
Of St. Louis Exchange 


(Continued from Page Twenty-three) 


port of this activity, which cannot be 
included for lack of time. The main 
thought is that it is being recognized as 
a legitimate liquid trading market where 
trades can be executed. Inquiry is made 
daily of the traders in the market, to 


determine if they have trouble in filling. 


their orders and I am glad to state that 
there has been practically no complaint 
on this point. We are keenly desirous 
of keeping the market liquid. The sup- 
port and interest that has been shown 
by the traders has proven their loyalty 
to the endeavor. 

Buyers of mill feed have been gener- 


ous in the orders they have placed with’ 


our people. Orders are coming in from 
many of the eastern centers. Those 
who were skeptical at first are now daily 
in the market with hedging orders. 
Some of the mixed feed manufacturers 
state that it permits them to sell mixed 
feeds for future delivery far in advance 
of what they could in the past, as they 
are now in a position to go into the 
market and buy their mill feeds, without 
suffering a material price change. The 
market has had and is having a steady 
growth. Both millers and mixed feed 
manufacturers as well as dealers and 
brokers are beginning to realize the ad- 
vantages of using this market, and the 
volume of trading is steadily increasing 
from day to day. There has, of course, 
been no mushroom growth in volume, 
but a preferable situation exists, that 
is, orders are increasing steadily and on 
a sound basis, which gives nutriment 
and strength to this activity, which has 
passed the embryo stage and is now a 
dependable means of protection in mill 
feeds. 
Use Feed Official Definitions 

In preparing the rules to cover this 
new activity, we have adopted defini- 
tions like those adopted by the Associa- 
tion of Feed Control Officials of the 
United States, so that the feeds deliv- 
ered on these future contracts are no 
different than they were previous to the 
existence of the futures contract. The 
contracts embrace standard wheat bran, 
standard wheat middlings, brown shorts, 
grey wheat shorts, brown middlings and 
wheat mixed feed. Trading is done each 
calendar month, but in no _ instance 
longer than for a six months period. An 
amendment recently passed by our 
membership provides that no new com- 
mitments be made the last three busi- 
ness days in any current month, for the 
reason that in order to have an analysis 
made of feeds for delivery 48 hours or 
better is required. 


The unit of trade is 100 ton lots, less- 
er quantities known as job lots, in mul- 
tiples of 25 tons, but there have, so far, 
been very few trades made in job lots. 
At the present time, the commission 
charge for the purchase or sale in 100 
ton lots is $15.00 per 100 tons round 
trades. The commission charge for job 
lots is 20 cents per ton, round trades. 

In connection with deliveries, the 
committee in charge of preparing rules 
gave serious consideration to the sub- 
ject of permitting warehouse deliveries, 
but this was found not feasible, and 
deliveries now are made on track, and 
can be made any day in the current 
month. 

The seller must deliver to the buyer 
on deliveries “inbound billing’, which 
will enable the buyer to procure propor- 
tional billing, out-bound. Feed delivered 
cn contract must be accompanied by 
Merchants Exchange Official Certificate 
of Inspection, dated not more than three 
days previous to delivery and in case of 
default on contract, a specific rule is 
provided, so that there will be no 
squeeze, so that the market value of 
feed can be determined by a committee 
of three, such market value to mean the 
value of the manufactured products for 
consumption purposes. All trades are 
cleared through the St. Louis Grain 
Clearing Co. 

The test of an activity, the barometer 
of which it is measured, and should be 
measured, is the use made of it, the vol- 
ume of business done by those inter- 
ested. That is the acid test. All pub- 
licity and talk goes for naught, unless 
it can stand up under that test. The 
test has been applied to this trading and 
we feel that it has been successful. The 
contract has filled a long-felt want and 
we too, wonder why this has never been 
thought of before. 

Figures compiled up to the first of 
October show a grand total, for slightly 
over four months, the period during 
which contract has been in operation of 
177,725 tons. While this figure is not 
staggering for the initial step, it is a 
good beginning, and further, the figure 
represents trades from many sections 
of the country, which indicates a na- 
tional interest, and which indicates that 
the contracts are being recognized. Sta- 
tistics show that in the month of August 
35.6% of the trades were in bran, 38% 
in grey middlings, or flour middlings, 
23% in standard middlings or brown 
shorts and 3.4% in wheat mixed feeds. 
The wheat mixed feed option has been 
the least popular of all, and while there 
is not much trading in it at this time, 
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the contract is there to be used. 

Members of the Merchants Exchange 
of St. Louis invite inquiry regarding our 
mill feed futures market. We will be 
glad to answer any questions. We are 
thankful for the support that has been 
shown throughout the nation, and we 
solicit your support in the building up 
and maintaining of this new futures con- 
tract, which does not exist in any other 
part of the world. 


DANUBE FARMERS Elevator Co., 
Danube, Minn., has installed a feed 
mill in its elevator and is now open 
for business. 


FEED BUYING POOL 

A cooperative feed buying pool was 
organized at a meeting of 275 Mara- 
thon county farmers at Wausau, Wis., 
recently. More than 300 tons of feed 
will be required by the members of the 
pool and Wausau mills will be offered 
first bids on the business. No name 
has been given to the organization. 


Allied Mills, Inc. Opens 
Office at Chicago 


General offices for Allied Mills, Inc., 
have been established at 608 South 
Dearborn street, Chicago. Executives 
who have established offices at this ad- 
dress are H. G. Atwood, chairman, 
board of directors; D. W. McMillen, 
president; J. H. Ball, vice-president; H. 
D. Egly, secretary and J. F. Kline, as- 
sistant secretary. 

Allied Mills, Inc., is the new organi- 
zation which came into existence recent- 
ly with the merger of the American 
Milling Co., Peoria, Ill., Owensboro, 
Ky., and Omaha, Nebr., and the Mc- 
Millen Co., Fort Wayne, Ind., and 
Wayne Feed Mills, Buffalo, N. Y., and 
East St. Louis, Ill. Other officers are 
Geo. M. Moffett, vice-president, also 
vice-president of the Corn Products Re- 
fining Co., New York City, and Geo. A. 
Chapman, treasurer, who is also presi- 
dent of Riverdale Products Co., Chi- 
cago. 

Allied Mills, Inc., in addition to oper- 
ating mixed feed mills at Peoria, Owens- 
boro, Omaha, East St. Louis, Fort 
Wayne and Buffalo, also operates four 
alfalfa mills in Wyoming and a soy 
bean plant at Peoria. 

According to the announcement, many 
of the details of operating the organiza- 
tion are yet to be worked out, but the 
general plan is that Mr. Atwood will 
be in charge of operations 2nd purchases 
and Mr. McMillen will be in charge of 
the merchandising program of the new 
organization. It was also announced 
that permanent general offices will be 
located in the new Chicago Board of 
Trade building when it is completed. 
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OATS 


RYE 


WHEAT SCREENINGS CORN 
Hiawatha Grain Company |* 
MINNEAPOLIS, MINN. 
‘‘FOR BETTER SERVICE’’ 

(We Own And Operate A Mill And Elevator) 

SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 
Get Our Samples and Prices il 
STRAIGHT CARS MIXED CARS a 


MILL FEEDS GROUND FEEDS OILMEAL 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed | 


Cottonseed Meal 


ALL GRADES . 
Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


‘‘All your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


S.T.Edwards &Co. 


Incorporated 


Feed System Engineers 
Plant Designs 
Special Feed Mill Machinery 
Feed Formulas 


ROSENBAUM BROTHERS, Chicago, Gra SKIMMED MILK 

HENRY LICHTIG & CO., Kansas City, Mo...................-... Milo and Keir 

FAIRMONT CREAMERY CO., Omaha, Neb.........00.0000002, Dried Buttermilk Packed 100-lb. paper-lined bags 
JOHN F. CRAIG & COMPANY, a SS. Serer Blackstrap Molasses 

MUTUAL RENDERING CO., Philadelphia, ayes Meat Scrap 

OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................. Oyster Shells 110 N. Franklin St. CHICAGO 

Manufacturers GET PARKS’ DIRECT 


“REGAL” 30% PROTEIN 


“IMPERIAL” 33% PROTEIN 
OLD PROCESS OIL MEAL 
with PALATABLE Screenings Oil Feed 


WE MANUFACTURE OUR OWN OIL FEED 


Imperial Meal Co. 
MINNEAPOLIS, MINN. 


MILL CONTRACTS 


Anything in the Feed Line 


er Shells 

Dried Butter Milk Bone Meal 

I Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 
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FRESH 
FROM THE SEA 


HARD SPRING¢ 


sTRUVENS 
FISH MEA 


EVERY SACK has a MONEY BACK GUARANTEE 
Unexcelled for the family trade 

Made from the whole Fish, 

STRUVEN’S FISH MEAL 


Contains strong Gluten, produces 
will supply Minerals, Proteins, 
a large white loaf which retains 
that gives your Hog, Poultry, moisture and uniform in texture. 
and Cattle mixtures a feeding 
value not tobe obtained through Sold at competitive prices 


the use of land grown feeds. Can be shipped in mixed cars 


The most prosperous feed 
manufacturers are now using it. 


Weite us for sample. NEW RICHMOND ROLLER MILLS CO. 


Get our prices before buying 


WISCONSIN’S MOST MODERN MILL 
Chas. M. Struven & Co. NEW RICHMOND, WISCONSIN 
Baltimore, Maryland MIXED CARS ARE OUR SPECIALTY 


MIXERS --- DEALERS 


With a warehouse capacity of 
over 2,500 tons of sacked feed— 
we are in splendid shape to give 
good service on straight or mixed 
cars of anything in feed. 


That's what you want first of all 
in a car mover...and that’s the 
biggest advantage in the ATLAS, 
This power has been proved by 
actual tests. Your mill distribu- 
tor can show you illustrated 
material and can cite cases 
in which ATLAS superiority 
has been proved. 

Get an ATLAS mover and 
you'll see the difference in 
a jiffy. Ask your supply 
man. He knows and can 
give youquick 
service. 


WE WOULD APPRECIATE YOUR INQUIRIES 


La Budde Feed & Grain Co. 


MILWAUKEE, WIS. 


Interesting, il- 
lustrated, de- 
scriptive mat- 
ter free for the 
asking. 


APPLETON 
CAR MOVER 
COMPANY 


Appleton, Wis. 


Feed — Grain — Hay 


BRANCH OFFICES: 


SPENCER, IOWA 
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A Final Check 


of your fire extinguishing appliances before 
Be cold weather may save your plant. See that 
extinguishers are in good working order. Fill 
up the water barrels, adding salt or calcium 
chloride if necessary, and make certain buckets are in place. 


Don’t let fire catch you unprepared. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 
J. Fitege erald Cc. R. McCotter 
and Treasurer Ass't. Secy. and Western Mgr. 
Indianapolis, Ind Omaha, Nebraska 


R. L. HERRICK M. H. HERRICK 
100% FOR THE DEALERS 


HERRICK 
FEED 


Phones CO Phones 
135 135 
118 118 


HARVARD ILLINOIS 
WHOLESALE GRAIN & FEED SHIPPERS 
R. L. HERRICK, Jr. J. M. HERRICK 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


“$7,000.00 in Profits 


in one year from my DIAMOND MILL,” says Mr. J. J. Voight of Mountain Lake, 
Minn. Five years ago he installed his first Diamond Mill 16” size. Two years ago it 
was replaced with a 22” size, and last year he purchased his third Diamond Mill in 
the 32” size. During the past year his mill has been grinding to capacity for the 
trade, with a net profit of over $7,000. 


Diamond Huller Co., Winona, Minn. 
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OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEE 


Get on our list. Market letters and prices. 


usiness 
expands with 


Printed messages 
rom are profitable 


R ORTSCH 
BROS. Co. 


Esrasusnuep 1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 


ALFALFA 
EAL 


Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bidg. 


Lamar, Colo. St. Louis, Mo. 
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M.G. RANKIN & Co. 
GRAIN 
FEED 


Chamber of Commerce 
MILWAUKEE, WIS. 


NOPCO COD LIVER OIL 
BEET PULP—MOLASSES 
DRIED BUTTERMILK— 
SKIM MILK— ALFALFA MEAL 
MIXED CARS— TON LOTS 


Get our prices. 


LA BUDDE FEED & GRAIN CO. 


_MILWAUKEE, WIS. 


STERLING DAIRY FEEDS 


32% Protein 
For the dairyman who 
raises considerable corn, 
oats and barley. 


20% Protein 
For the dairyman who 
raises small crops of 
feeding grains. 

These two feeds are giving wonderful 


satisfaction. Samples and quotations 
on request. Effective sales helps given. 


We also manufacture the complete line of 
STERLING POULTRY FFEDS as well as 
STERLING PIG and HOG FEEDS. 


Carlots or mixed cars containing bran, middlings, 
rolled oats, oil meal, oyster shell, animal protein 
products, etc. 


NORTHRUP, KING & CoO. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


Wuen 1n MINNEAPOLIS 
STAY AT 


The 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


RATES 


69 Rooms at................. $2.00 
6B Booms at...... 2.50 
84 Rooms 3.00 
257 Booms at................. 3.50 
4.00 
5.00 


Suites and Special Rooms at 
$6.00 to $9.00 
MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Dupete. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


Quality Feeds and Grain 


Uniform fair prices and Zenuine service re- 
present two important factors in the rapid 
prowth of our business. 


We are just at the other 
end of your telephone line 


Broadway 4961 


Grain—Corn, Oats, Barley, Chicken Wheat 
Reef Brand Oyster Shells 
Brewers Dried Grains, Malt Sprouts 
Mill-Feeds, Hominy, Oil Meal, Cottonseed Meal 
Clinton Corn Gluten Feed—Gluten Meal 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 
Operating Elevators at 
MILWAUKEE—CHICAGO 


Brokers for 


CLINTON CORN GLUTEN 
CORN GLUTEN MEAL and 


CORN OIL CAKE MEAL DEPOT HARBOR, 


PORTLAND, ME.—ST. JOSEPH, MO. 
ONT. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


GROWING BUSINESS FOR SALE 


A growing flour, feed, grain and farm supply 
business for sale. Established nearly a century. 
Present owners eleven years. Reason for selling, 
poor health one partner. Sales over $140,000 
past three years. Last year over $160,000. Mill 
in good repair, machinery nearly all new, bulk 
storage for around 18,000 bushels, water power 
the year around. Good-sized warehouse built six 

—_ ago. Good dairy and chicken country. 
dg ge write C. & L. GLOVER, East Ran- 
dolph, N. 


HAY FOR SALE 


A few cars timothy and clover mixed hay and 
oat straw for sale. Can load on Chicago, Mil- 
ig & St. Paul or Northwestern. Write 
TOMAH COOPERATIVE ELEVATOR. 
Tomah, Wis. 


ALFALFA—ALFALFA MEAL 
For Sale. Carload lots. Write for delivered 


prices. JOHN DEVLIN HAY CO., 192 North 
Clark street, Chicago, Il. 


FEED MILL FOR SALE 
We desire to sell our feed, coal, coke, hay and 
straw business at Eldred, Pa., in ‘the oil district. 
Plan to enter other business is reason for selling. 
Anyone interested in a good buy, write WOL- 
COTT BROS., Eldred, Pa. 


HAY FOR SALE 


Any kind of hay for sale in carload lots, aiso 


straw. Write GEO. L. FREDERICK, Beaver 
Dam, Wis. 


O. E. COUNSELL CO., Neillsville, 
Wis., has opened a flour, feed and seed 
store. 


F. J. OSMUN, New Haven, Conn., 
who recently sent in his check for a 
vear’s subscription, was very much im- 
pressed with the first issue he received. 


NORTHERN WISCONSIN Grain 
Show will be held at Spooner, Wis., No- 
vember 6, 7 and 8, according to George 
Briggs, president of the show. 


BORER MISSES WISCONSIN 


While the European corn borer has 
continued its westward spread along 
the entire “western front” of the in- 
fested area comprising the northern half 
of Ohio, northeastern quarter of Indi- 
ana and the greater part of the state 
of Michigan it has not yet reached 
Wisconsin, according to a report made 
by the state entomologist of the Wis- 
consin department of Agriculture. 

The department has maintained a 
force of 16 scouts since the middle of 
July in cooperation with the federal 
government to guard against the pos- 
sibility of an infestation getting a foot- 
hold. More than 5,000 acres of sweet 
corn and field corn have been inspected 
and no trace of the borer has been found. 
Quarantine inspectors have been main- 
tained on the Wisconsin and, Upper 
Michigan boundary on all of the prin- 
cipal roads leading into the state to pre- 
vent the movement of sweet corn and 
other products liable to be infested with 
the borer from the infested area. 
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VIROQUA CREAMERY CO., Viro- 
qua, Wis., has made a few alterations 
in its plant and will now handle a com- 
plete line of feeds. 


UNIVERSAL FEED STORES, Des 
Moines, Ia., opened its first cash and 
carry feed store at Oskaloosa, Ia., Octo- 
ber 1. O. J. Meredith has been ap- 
pointed manager. 


LESLIE McLEAN WILSON, 69, a 
veteran eastern feed manufacturer, and 
vice-president of the Tioga-Empire Feed 
Mills, Inc., Waverly, N. Y., passed away 
suddenly at his home September 26. 
Mr. McLean was active in the feed in- 
dustry for 51 years and was the father 
of his city’s chamber of commerce. 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member. Chamber of Commerce 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
SPECIALIZE IN 
GOOD 
CORN and OATS 


For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


FOR 
CORN OR OATS 
QUALITY and SERVICE 


your trade demands 
Write, Phone or Wire 


Western Terminal Elevator Company 
Sioux City, Iowa 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


No-Milk Calf Food 


LEADER FOR 45 YEARS<—@ 


National Food Company 
FOND DU LAC, WIS. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Cashote and Mixed Cars 
LOUR, MILLFEED 
ETC. 


502 Corn Bidg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF 
JOSEF MUELLER WM. R. MADDEN 


TO 
UERGER COMMISSION CoO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


“SWEET PRINCESS” 


16% PROTEIN 
MOLASSES DAIRY FEED 
We Also Pack Dairy Feed Under Private Brands 


We sell a complete assortment of over 80 different kinds of feeds 


Send for MANEY BROTHERS MILL & ELEVATOR CO., “Satnntxeocis:©mtnn 
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SKINNER BROS. feed mill, Hender- 
son, Mich., was destroyed by fire re- 
cently, with an estimated loss of $3,500. 


T.. H. KNOTT, Parkers. Prairie, 
Minn., has opened a flour, feed and coal 
store. 


FARMERS ELEVATOR CO: 
Union Grove, Wis., held a meeting of 


its directors October 9. The business_ 


problems of the company were discussed 
and plans were made for next year’s 
business. 


JOHN FITZGERALD, J ill 


Camel Wheat Feed Scores Again! 


Reports an official cow tester to his dealer. 


“TI want you to note that the high herds in 
the Richland Dairy Herd Testing Association 
No. 2 received more CAMEL per cow for the 
season than any other kind of grain, and that 
our second high herd in the Association (aver- 
age Butter Fat 364 Ibs.) was fed alfalfa hay, 
silage, CAMEL, corn and oats, and made more 
profit per cow than any other herd.’’ 


We can make immediate shipment of Camel. 


EXCELSIOR MILLING CO 


AMES-BURNS CO., Jamestown—exclusive New York distributors. 


MINNEAPOLIS, 
ey MINN. 


B. J. GIBSON, Danville, Si-ceeatel Illinois and Kentucky representative. 


KREAMO 


SWEET DAIRY FEED 


16144% PROTEIN 
MANUFACTURED BY 


MINNESOTA FEED COMPANY 


MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


ARDANCO 


15% Protein 
Your Trade Can Feed Ardanco as is 


Old Process 
Screenings Oil Feed 


23% Protein 
Adapted for Feed Manufacturers and Mixers 


Write for samples and full particulars about 
these two feeds. Weare shippers of RED 
DURUM - CORN - OATS BARLEY BUCK- 
WHEAT and other grain for poultry feed. 
Elevator capacity 2,500,000 bushels. 
pay you to get our quotations regularly. 


ARCHER-DANIELS-MIDLAND CO. 


GRAIN DEPARTMENT 
MINNEAPOLIS -—- 


Wire or Write for Our Quotations if you are not receiving 
them regularly. 


MINNESOTA 
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Che feed Bag 


Vol. 5. No. 11. NOVEMBER, 1929 
DAVID KNOX STEENBERGH 
Managing Editor 

Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
in the field. Subscription price 
—$2.00 per year. 

Changes in advertising copy may be submit- 
ted up to the 15th of the month preceding date 
of issue. Last closing date, the 25th. For adver- 
tising rates, etc., address The Feed Bag, 86 East 
Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed association, Eastern Feder- 
ation of Feed Merchants and the New England 
Retail Grain Dealers association. Feed Merchants 
Bulletin of the Eastern Federation of Feed Mer- 
chants merged with The Feed Bag, July, 1928. 


Copyright, 1929, Editorial Service Co., Inc. 


SPENCE 


The Original 


Flax Screenings 


Feed 


Have you seena 
sample lately? 


Our new im- 
proved process 
makes a big 
difference in 
quality. 


Ground Barley 


Our product is guaranteed 
free from scabby barley. 


STUHR - SEIDL 
COMPANY 


MANUFACTURERS 
Chamber of Commerce 
MINNEAPOLIS 


FRANKE GRAIN CO. ; 


DISTRIBUTORS 


MILWAUKEE WISCONSIN 


eLYMOUTH 


BRAND 


MEAT SCRAP 


= PROTEIN 5SO% 
far 
= FIORE = 


MEAT SCRAP 
TANKAGE 
BONE MEAL 


100 LBS. NET 
E.W.BOHNSACK CO. 


PLYMOUTH, WIS. ; 


SOLE DISTRIBUTORS 


THE FRANKE GRAIN CO. 


GRAIN AND FEED 
MILWAUKEE, WISCONSIN 


Shipments from Milwaukee or Plymouth, Wis. 
Carloads, Ton and Bag Lots, Phone Broadway 2174. 


Page Fifty 


Deutsch Sickert 


400-402 Chamber of Commerce 


+ O 1M p a Nn VY MILWAUKEE, WISCONSIN 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 
Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices Use the Phone—Call 


Feeds of all kinds also Hay— BROADWAY 


Alfalfa’ Hay a Specialty 
1674 
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Neve: before in one month were as many tons of 
True Value E33 Mash sold as during this past 
October. We want to thank every one of our old 
and all of our new dealers for this unprecedented 
month's business. 


More and more we are convinced that these increas- 
ed sales come because of the universal satisfaction 
True Value Eg% Mash is giving in hundreds of lay- 
ing houses. Repeat orders, year after year, in larger 
and larger amounts is convincing proof that it pays 


to feed True Value Mashes with 


A Good Hen 
Deserves 


Good Feed 


A Complete Line of True Value Feeds is 
Manufactured and Guaranteed by the 


Ladish Mitling Co. 


MILWAUKEE WISCONSIN 


Dey } | 


Address 


KING MIDAS 
at 
MINNEAPOLIS 


The 
Lincoln 
Mill 

at Merrill 


Paul Gebert, proprietor of the Lincoln 
Mill at Merrill, is just one of Wisconsin’s 
many successful King Midas dealers. 
“King Midas is easy to sell,’”’ says Paul. 
“One housewife tells another and we get 
another King Midas customer. We en- 
joy doing business with the Mill almost 
as much as selling King Midas to our 
trade.”’ 


a 
| gal? profitable 
aL" to Handle 
King Midas gales are sncreasing each 
year pecause- (1) Housewives like the 

% flour. (2) Dealers make money sell- | 
| ing it. As dealer; you re snterested 

in profits and pleasing your patrons. | 
| One dealer tells gnother and King Midas 
eS opens another account. perhaps the 
King Midas granchise is still available in 
your ,erritory- | 
cou"! 


